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Get in on first 
deliveries by 
ordering ahead 


You as a lumberman, are vitally in- 
terested in the part your yard will 
play in helping to build new homes 
and to provide the lumber service 
various industries will need for 
reconversion. 


To do this, you must equip your yard 
with the latest and finest machinery. 
Any lumber dealer fortunate enough 
to get and use DeWalt saws during 
the war will tell you, ‘DeWalt is the 

« first machine 
iS you should buy 
and put to work 
| now.” DeWaltis 
flexible — does 









DEWALT PRODUCTS CORPORATION 


157 Fountain Avenue ° 
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DieWA LI SAWS are back again! 
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many operations accurately, swiftly, 


“IT CROSS! CUTS 
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safely. DeWalt is easy to operate— 
any yardman can handle it. DeWalt 
can be set up quickly for many 
different operations to provide fast, 


J® y 





accurate, custom-cutting service. 


IT RIPS 





DeWalt actually makes possible 
new ways of making money in your 
business. That's why you should get 
yourself a copy of the DEWALT 


“ IT BEVEL \ CUTS 











IDEA BOOK, which gives practical 
ideas on how to put action and show- 
manship into the lumber business. 
Thousands of dealers already have 
profited from this book. You can, too. 








Send for your free copy now. 








Lancaster, Penna. 
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Aightights OF THE ISSUE 


Alert retail lumber and building material dealers are becoming 
aluminum conscious; are realizing the variety of ways it can be used 
as a substitute for scarce materials and in construction never before 
considered by dealers. What this product will mean to retail deal- 
ers is discussed on page 33 ... In August American Lumberman 
will welcome to its staff Arthur A. Hood, one of the foremost men 
in the building material field. On page 36 we are proud to present 
to our readers the man who is the greatest individual champion of 
the Nation’s lumber and building material retailers . . . Farmers 
take to the skies and a new merchandising field is opened up to 
the retail dealer—selling the materials for, and/or building rural 
airplane hangars. On page 37 are the construction details for build- 
ing a simple, recommended “T” shaped hangar for use on farms... 
If lumber and other building materials are scarce how can so many 
dealers continue to show a sizable profit on their books? Over- 
counter merchandising is the answer. The article on page 42 names 
only a few of the hundreds of items which dealers are selling every 
day in an effort to keep going and retain steady customers .. . Three 
new house plan designs are offered the dealer by the American 
Lumberman house plan service on page 40 .. . Over the years 
builders’ hardware has taken a more prominent place in the sales 
plan of dealers. Illustrating the article on page 46 are pictures 
showing the improvements in the hardware displays offered 
dealers. 
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at Chicago, . under the Act of March 8, 1879 
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"You're right Juntor, Pol-Mer-lk does brush easier’ 


REMEMBER... POL-MER-IK LINSEED OIL 
Setter Patuting 


it will Be Back! It will be a great day when painters can get all the Pol-Mer-Ik they 


want. Due to government restrictions on metal containers the 


AGhY distribution and sale of Pol-Mer-Ik Linseed Oil is also restricted. 
Cc : 

e= 2 \——— : 
q R 
. a, 


tT a is op Te on ee 


os 8 
































CREATING NEW VALUES FROM AMERICA’S HARVEST 


July 6, 1946, AMERICAN LUMBERMAN 








[AN 








Sst» MEN stl 


™ 1 ek eb? ue a He LS 


News Thi 


FLASHES « &« %* *& *& »* 


OPA WAS DEAD AT PRESSTIME. Whether it will be revived 


in some form by the time you read these words is conjecture. Still 
in doubt was how abolition of OPA will affect building material 
prices. President Truman's veto of what he termed an “impossible” 
price control bill was sustained in the House 142 to 173. Chairman 
Spence (Dem., Ky.) of the House banking committee said he would 
call the committee into session immediately to write a new com- 
prehensive price control law if Congress extends OPA’s life 20 days 
for this purpose as recommended by the President. Senator 
O’Daniel (Dem., Tex.) promised to talk ‘‘to the end of time, if neces- 
sary’ to keep OPA dead. 


EXPECT RELAXATION OF NONRESIDENTIAL BUILDING 
CURBS sometime in August. Civilian Production Administrator 


Small feels that schools, stores and some other classifications have 
been hit too hard by ban on nonhousing construction. 


WAGNER-ELLENDER-TAFT BILL WILL BE PUSHED, talk from 
Washington indicates. Housing Expediter Wyatt tells the public 
that W-E-T measure for reducing housing costs through yield in- 
surance, lower interest rates and extension of loan amortization 
period is absolutely necessary for vets in low income brackets. 


SIX MONTHS NO-STRIKE BUILDING PLEDGE is sought from 
the AFofL and CIO building unions by the National Housing agency 
to allow home building program to get into full swing. No work 
stoppages until December, at least, is NHA goal. 


OPA SUED 40 LUMBER COMPANIES FOR NINE MILLION for 


alleged price violations resulting in “artificial lumber shortages’ 
and ‘exorbitant charges” to contractors and builders all over the 
country. Suits involving over 65 million board feet of lumber were 
filed simultaneously in U. S. District courts in San Francisco, Los 
Angeles and Sacramento, Calif.; Phoenix, Ariz.; Seattle, Spokane 
and Tacoma, Wash. and five Oregon courts. 


FIRST HOUSING SUBSIDIES GO TO BRICK MAKERS on the 


basis of five dollars per thousand bricks produced in excess of 
quotas fixed for each plant. 


SOFTWOOD PLYWOOD MANUFACTURERS ARE SUBSIDIZED 


by Regulation 2. Manufacturers permitted to pay their log sup- 
pliers an additional $7.50 per 1,000 feet log scale. Government 
guarantees manufacturers full reimbursement if production is 
boosted at least 25 percent above output for first quarter of 1946. 


STRIKING CANADIAN LOGGERS ACCEPTED SETTLEMENT 


based on Chief Justice Gordon Sloan's recommendations, ending a 
37-day strike of 35,000 British Columbia loggers and mill workers. 
New contract provides 15-cents-per-hour increase, 44-hour week 
and voluntary irrevocable check-off of union dues. 


RETAILERS ACTED AT ONCE TO HOLD DOWN PRICES. 


Lumbermens Club of Memphis called special meeting to act on 
resolutions agreeing not to raise prices. New Orleans retailers re- 
instituted a five dollars per thousand handling charge removed by 
OPA. Otherwise prices were unchanged. 


SALVAGED LUMBER WILL BE AVAILABLE from surplus Army 


installations sometime in August. Fifty dismantling jobs are ex- 
pected to produce one and one-half billion board feet, much of it 
not adaptable for house construction. 
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BLACK MARKET CURB 


Indianapolis City council 
cracks down on chiselers 
DETERMINED to abolish the 
black market in lumber, the In- 
dianapolis City council has passed 
a measure requiring lumber deal- 
ers to maintain established head- 
quarters. © 

Lumber handlers onmuie selling 
without a permit will be liable for 
a maximum fine of $300. 

The new measure, which elimi- 
nates the “fly by night’ lumber 
handler, was hailed by dealers as 
a model for other communities. 


WANTED—APPRENTICES 


Lack of skilled mechanics 
jeopardizes home building 


APPRENTICESHIP training 
must be stepped up rapidly or the 
shortage of skilled workers in the 
building trades will eventually de- 
lay the construction of veterans’ 
homes. / 

That warning was sounded by 
Douglas Whitlock, chairman of the 
Producers’ Council advisory board, 
in an address before a meeting of 
the State Apprentice Councils and 
state governors of New England. 

“Some communities conclude 
that because they see a surplus of 
skilled workmen right at this time 
shortages are not going to bother 
them very soon. However, as soon 
as the flow of building materials 
is stepped up, there will be a short- 
age of skilled mechanics unless the 
apprenticeship program is accele- 
rated promptly in most parts of the 
country.” 


FOR SALE 


Salvaged lumber from Army 
installations awaits bids 

ONE and one-half billion board 
feet of salvageable lumber, some of 
which is suitable for house con- 
struction, will become available 
from surplus Army installations 
sometime in August, Lieut. Gen. 
Edmund B. Gregory, war assets ad- 
ministrator announced. 

Fifteen dismantling jobs are ex- 
pected to be well underway by Aug. 
1; 15 more by Sept. 1 and 20 addi- 
tional by Oct. 1. Much of the ma- 
terial is heavy timber and not suit- 
able for house construction. 

There will be a 10-day waiting 
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period after the salvaged material 
is offered for sale during which 
Federal agencies, state and local 
governments and non-profit institu- 
tions may exercise their priority 
rights outlined in the Surplus Prop- 
erty act of 1944. 

The Federal Public Housing au- 
thority will have first choice for its 
temporary housing programs at 


Bal- 


colleges in congested areas. 
ance of the property not taken by 
FPHA will be available to prefer- 


ence groups in accordance with 
WAA regulations. 

Remaining salvage materials will 
be made available first to the FPHA 
for veterans housing and then for 
HH priority holders. 


TILE OUTPUT HIGH 
1946 production expected 
to triple that of 1945 


PRODUCTION of floor and wall 
tile is currently running nearly 








built. 
Ponderosa Pine timber. 
make A-Y quality lumber. 











The Foundation of the 
Quality of A-Y Lumber 


Good logs is the foundation on which A-Y Quality has been 


A-Y is fortunate in having an unusually fine stand of 
Good logs plus good manufacture 
In due time A-Y service will be 
as good as A-Y Quality. As soon as we're able to build up 
an inventory again, we'll be serving old customers with A-Y 
quality Ponderosa Pine yard stock, factory lumber, mould- 
ings and industrial items as of old. 


Member Ponderosa Pine Woodwork 





Alexander-Yawkey Lumber Co. 


Members Western Pine Association 





Prineville, Oregon 
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double the 1945 output rate. Vol- 
ume by the end of 1946 will nearly 
triple last year’s figure. 

That is the optimistic report 
from Charles H. Burchenal, chair- 
man of the Tile Council of America, 
which represents more than 90 per- 
cent of the nation’s tile manufac- 
ing industry. 

By the end of this year the indus- 
try expects to be producing at the 
rate of 88 million square feet of 
wall and floor tile a year. This pro- 
duction schedule will more than 
meet the demands of the govern- 
ment’s housing program. 


MICHIGAN FIRST 


Retail association's 58th 
session listed for Feb. 4-6 


FIRST under the wire with an 
announcement of next year’s con- 
vention dates is the Michigan Re- 
tail Lumber Dealers association. 

Their 58th annual convention 
will be held in Grand Rapids, Feb. 
4-6 with headquarters in the Pant- 


lind hotel. Exhibits and meetings 
will be held in the Civic audi- 
torium. 


PACKAGED HARDWARE 


Retail dealer included in 
Yale & Towne's new plans 


YALE & TOWNE, one of the 
nation’s leading manufacturers of 
hardware, is including the retail 
lumber dealer in its new merchan- 
dising program designed to result 
in a 50 percent increase in business. 

Mark A. Miller, assistant gen- 
eral manager of the Stamford, 
Conn. division, said the company 
will display its building wares in 
lumber yards, concentrating its 
non-building items in regular hard- 
ware stores. 

Yale & Towne intends to brighten 
up dealers’ shelves with a modern 
package design. Probable delivery 
date is Aug. 1. New packages will 
have red as a background color and 
the trade name in dark blue. One 
side of each new box is used to pro- 
mote a related product, the other 
side tells the story of the product it 
contains. 

The company is weeding out 
1,000 of its deadwood items and 
adding 100 new products. 


ARE VETS INTERESTED? 


RPI's enrollment low for 

courses in light building 

IF the early experience of Rens- 

selaer Polytechnic institute, Troy, 

N. Y., can be taken as a reliable 

sample, only a small percentage of 

veterans returning to school are in- 
terested in the building trades. 

Prof. 
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‘Hello, Lumber Friends! This is Bill Rhymes, MEDCO planing mill foreman, with a quick 


word-picture of what we do here in our large, well equipped Medford Corporation planing 
mill. 


This is where we do the refining work on MEDCO lumber—surfacing, matching, running to 
pattern, double end trimming, bundling, resawing, ripping and grade and trade marking. 


The lumber comes to us by straddle truck in unit loads; some of the Fir boards, dimension 
and timbers from the green storage yards; the Fir flooring strips and other uppers from the 
dry kiln unstacker sorting chains or sheds, and the Pine from the various dry storage sheds. 


Our planing mill is laid out with a 10'' Woods sticker, 6" x 20" Woods 14-knife surfacer, 
6". x 15'' Stetson-Ross matcher, 6" x 15'' motorized Stetson-Ross surfacer and a 16" x 20" 
Stetson-Ross timber sizer. In conjunction with the planers, we have a 24' selective cutting 
smooth end trimmer, 54" vertical resaw and various rip and trim saws. 


MEDCO prides itself on the quality of its machine work. Good equipment, skilled operators, 
careful supervision, and inspection, maintain highest standards of workmanship in the big 
Medford Corporation planing mill. All stock is carefully graded piece by piece by expert 
graders after machining—before release from the planing mill as extra assurance of the 
accuracy of MEDCO grades. Nothing is overlooked in the planing mill operation that might 
improve the quality of the MEDCO product. 


And now—looking ahead to the next MEDCO broadcast on August 3. Ed Andren, shipping 
clerk, will visualize for you our loading operations. 


















The big MEDCO planing mill has a daily 
capacity of 300,000 feet, and turns out a 
diversity of finished products in Douglas 
Fir, White Fir, Sugar Pine and Ponderosa 
Pine—particularly yard items and finish, 
factory and_ industrial specifications. 
MEDCO maintains highest standards in 
all machine work. 





MEDFORD CORPORATION 


MEDFORD, OREGON 


Douglas Fir -- Sugar Pine -- Ponderosa Pine 


White Fir 


Annual Capacity 85 Million Feet 


Members of West Coast Lumbermen’s Assn., West Coast Bureau of Lumber Grades & Inspection, Western Pine Assn. 
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who is in charge of educational and 
vocational training for veterans at 
that institution, asks who will build 
the new homes or repair and re- 
model the old ones unless veterans 
take more interest in this field. 

Of the first 1,000 veterans re- 
ceiving educational and vocational 
training at R. P. I., only seven per- 
cent of those applying for training 
in the skilled trades were interested 


in the building trades. 

The lure of new vocational fields 
such as radio mechanics and air 
conditioning is drawing veterans 
away from the building trades, 
Professor Chamberlain believes. 

“It looks bad,” declared Profes- 
sor Chamberlain, “not only for the 
householder who has been waiting 
for the postwar period in order to 
get some repairs and alterations 
done, but also for the family eager 
to build a new home.” 

The Veterans administration an- 
nounced that of the 82,543 veterans 





cr 


Yellow Pine 


KIRBY BUILDING 





Persistent 





We make lumber in the face of unlimited discouragements 
and endless restrictions. It would be easier to give up, but we 


haven’t, for, as we say, we are persistent. 


We distribute our lumber as best we know how and though 
but few people are pleased about it, we know that we are try- 
ing to be fair. There might be easier ways of doing it than our 
way, but we keep on doing it that way because we think it is 
right. That is the way with persistent people. 


LUMBER 
CORPORATION 


Southern Hardwoods 


"A Wood for Every Purpose” 


HOUSTON, TEXAS 
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who in February started their edu- 
cation under the GI Bill of Rights, 
only 1,214 chose’ construction. 
Courses in mechanics and engineer- 
ing were first and second choices of 
the veterans with a total enroll- 
ment of 17,764. 


LUMBER IMPORTS LARGEST 


Prewar status changed; our 
imports exceed our exports 


THIS is no longer a lumber ex- 
porting nation, says Housing Ex- 
pediter Wyatt. 

Our lumber imports, adds the 
housing expediter, are now running 
at the rate of about 100 million 
board feet per month. Exports, if 
maintained under the commitment 
schedule, call for less than 50 mil- 
lion feet a month for the remainder 
of the year. 

About 70 million board feet being 
imported monthly is for housing 
while roughly one-third of that 
amount is being exported for that 
purpose. 


SOCIALIZED HOUSING 


Whitlock attacks plan for 
permanent housing agency 


PRESIDENT Truman’s plan to 
create a permanent National Hous- 
ing agency is a basic step in a plan 
to socialize and control the entire 
construction industry, including 
housing. 

That was the warning sounded by 
Douglas Whitlock, chairman of the 
advisory board of the Producers’ 
council, national organization of 
manufacturers of building materi- 
als, in a statement before the House 
Committee on Expenditures in the 
Executive Departments. 

The President’s Reorganization 
Plan No. 1, as it is called, would 
“keep the construction industry un- 
der governmental controls more re- 
strictive than those adopted during 
the war,” said Mr. Whitlock. “Their 
plan calls for direct governmental 
participation in the housing field 
on a scale never before attempted 
in this country.” 


FENCED IN WILLINGLY 


Georgia company rejects 
retail sales opportunity 


“WE have built our fences and 
are staying in them,” proclaims the 
Georgia Hardwood Lumber com- 
pany with _ general offices’ in 
Augusta. 

Despite the government’s invit- 
ing offer to lumber manufacturers 
to open retail yards, the Georgia 
company is taking advertising to 
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IT ALWAYS PAYS 
TO RECOMMEND... 











































A fireplace surround of Carrara Struc- 
tural Glass lends beauty and richness 
to the living room’s main feature. And 
a lovely mirror above it is an added 
decorative triumph. Detail shows easy 
installation method. 


METHOD OF 
FASTENING MIRROR 
WITH ROSETTES 


SPACERS BEHIND MIRROR 
USE ONLY FIBER OR LEAD WASHER 


FELT WASHER UNDER ROSETTE 


ROSETTE 


wuosen on rece tune we LE Een), | Wie you are offering sugges- for example; a few glass blocks around 
—e tions to customers about home the front door; built-in shelves or 
building or decorating, keep this fact window sills of Plate Glass, or of Car- 
a in mind: a few simple, decorative uses rara Structural Glass in a color that 
rocaue sour — SRE RE of glass will make a house more ap- harmonizes with the decorative 
| pealing to customers . . . more profit- scheme . . . these installations are 
able to you. The effectiveness of glass simple but they add smartness and 
sey eebpbay: is out of all proportion to its cost be- appeal, and they help you build a 
cause every nickel spent for glass reputation as a source of modern, 
Bess ss shows up in a way that can be easily practical building ideas. 

eae seen and readily appreciated. A little We will gladly send you our free 
extra glass means a /ot of extra charm. booklet containing many suggestions 
Low cost homes, especially, need for the use of glass in homes. Included 
ean ia Ee i the glamorizing touch of glass to lift are details like the one on this page 
them above the commonplace. A full- showing exactly how each installation 

length door mirror in several rooms, is made. Use the coupon below. 


CARRARA MASTIC 


MASONRY 
CARRARA 


r- 
| Pittsburgh Plate Glass Company 
2245-6 Grant Building, Pittsburgh 19, Pa. 
Sen ENDS with. NOD. | Gentlemen: 
BOTH ENDS WITH NON . 
CANE ee | Please send me, without obligation, your new book on the use of glass in 
| the home. 
CONTINUOUS SHEET OF ASBESTOS | 
| es in ciceninmracidincscwcdaGiuiudee dae eee ene be aaie ana nines 
METAL ANGLE | Add 
NE 8 ok cate errcciencetinace dn a wettiee aes RewESeRSSee ees eneene 
l | eee cee es ae ee ee eer pean ee eens ee ae ee en ee 


‘PITTSBURGH slonds fot Quality Glass and (Print 


a ea Sia ee a See Ca Gy . a ee COMPAN Y 
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announce that it will “positively” 
not sell at retail. 

This policy, says the company, 
will help maintain the correct chan- 
neling of lumber. The company 
states that insofar as production 
permits, it will continue to supply 
established yards and _ industrial 
customers. 


TIMBER SALE 
State of Washington will 
put up three billion feet 

THE State of Washington will 
sell at least three billion feet of 
timber from _ state-owned land 
within the next 18 months to speed 
the Veterans Emergency Housing 
program, Housing Expediter Wyatt 
announced. 

At least one billion feet will be 
offered for sale by the end of this 
year. The timber will be sold at 
public auction to the highest bid- 
der. In the June sale the State of 
Washington sold 270 million feet of 
timber, representing almost 75 per- 
cent of the total offéring of 384 
million feet. 

Agreement to speed the sale of 


state-owned timber was reached at 
a three-day conference of state and 
federal officials in Washington. 


PUMICE BLOCKS 
Lightweight building block 
may stimulate new industry 

PUMICE building blocks are be- 
coming increasingly important as a 
building material. 

Made by mixing one part of ce- 
ment to seven parts of powdered 
pumice, the blocks are said to re- 
duce the weight of an eight-inch 
concrete block from 46 pounds to 
14 pounds. 

Concrete block manufacturers 
are doing a good pumice stone busi- 
ness on the West coast. Its light 
weight and availability are advan- 
tages of pumice. Its disadvan- 
tages: soaks up water, cannot be 
used next to lumber and requires 
an unshakeable building founda- 
tion. 


SEIZURE AT WILL 


Court rules search may be 
made without usual warrant 


WHAT next, demanded irate citi- 
zens—-retail dealers among them-—~ 
amazed by the late ruling (4 to 3) 
of the Supreme court, permitting 




















“No, we haven't had a hurricane lately—the house was built with 
green lumber.” 
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government agents to enter busi- 
ness places and seize papers issued 
by the OPA and other government 
agencies without a search warrant. 

The minority bitterly objected 
that the ruling “makes a travesty” 
of the fourth amendment to the Con- | 
stitution which guarantees the citi- 
zen protection against “unreason- 
able search and seizure.” The dis- 
senting justices stated in their mi- 
ncrity report the decision “opens 
an alarming vista of inroads upon 
the right of privacy.” 

However, the majority——Justices 
Douglas, Reed, Burton and Black— 
ruled government ration books, per- 
mits, regulations and papers deal- 
ing with government’ contracts 
with the public constitute public, 
not private documents, which are 
not the property of the citizen but 
belong to the government and are 
subject to its inspection and recall. 


CONSTRUCTION ZOOMING 


Peacetime record set in 
May, Dodge Corp. reports 

CONSTRUCTION contracts for 
the 37 states east of the Rocky 
mountains reached an all-time peace- 
time high in May of $952,418,000, 
F. W. Dodge corporation reported. 

This figure was exceeded only 
once in wartime when contracts to- 
taling $1,190,264,000 were awarded 
in June, 1942. 

Residential construction contracts 
totaled $463,600,000 for May com- 
pared with $370,590,000 in April 
and $47,206,000 in May of last year. 


NAIL KEGS NEEDED 


25 pounds more nails per 
keg is advocated by CPA 
NAIL producers have been asked 
by the Civilian Production adminis- 
tration to pack more nails per keg 
to alleviate -a container shortage 
which may bog down nail deliveries. 
Instead of packing 100 pounds 
to the keg or 20 kegs to the ton, 
the usual procedure, CPA recom- 
mends packing 25 more pounds per 
keg, saving an estimated three 
million kegs annually. 


HOO-HOO CONVENTION 


September session to be 
held in Washington, D.C. 

PLANS for the 55th annual con- 
vention of the International Con- 
catenated Order of Hoo-Hoo are 
announced by Ben Springer, 34265, 
secretary. 

The first convention by delegates 
since 1942 will be held Sept. 9-10 
at the Mayflower hotel, Washing- 
ton, D. C. Hosts will be the Wash- 
ington, D. C., Hoo-Hoo Club No. 
99 and the Maryland Hoo-Hoo Club 
No. 100. 
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A single pair can be 
used with different 
sets of knives for a 
wide variety of patterns 
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Yi 
4 You profit in many ways when you use 
“Gp Disston Philbrick Generated Type Cutter 


Yi, ape ge 
hy Heads. You save on capital investment, for 


a single pair can be used with many different 
patterns of knives. You save time in making 
knife changes. And you turn out more high 
quality lumber with greater speed . . . and at less cost. 


HEADS are made of heat-treated alloy steel, accu- 
rately machined and dynamically balanced for smooth 
operation at any speed. Simple construction keeps 

them strong, rigid, and assures long service. . 


KNIVES are made of Disston Steel, Dissteel or 
High Speed Steel, according to your particular needs. 
They hold as firmly when worn as when new, and pat- 
tern is maintained for LIFE of knives. Supplied in 
many patterns, including: 

Flooring “V” Ceiling Shelving 
Shiplap Ladder Stock Stepping 
Double Shiplap Bull Nose Casing Corn Cribbing 


Ask your Disston distributor for illustrated folder, 
which contains complete information, including operat- 
ing costs, patterns, sizes and prices. Or write to us direct. 


ud HENRY DISSTON & SONS, INC., 725 Tacony, Philadelphia 35, Pa., U. S. A. 


AMERICAN LUMBERMAN, July 6, 1946 














WOLMANIZED LUMBER* 


Here’s a structure on which moisture 
condenses, soaks into every niche and 
cranny .. . starts rot spots. For built-in 
protection on these roof trusses and 
decking, sell Wolmanized Lumber. 
Why? Because in this lumber, im- 
pregnated with Wolman Salts* pre- 
servative by pressure treatment, rot 
will not set in. Roof structures, Wol- 
manized, will give your customers 
many more years of service. 


STOCK THE NEEDED SIZES 
Plan to maintain a well-balanced stock 
of this lumber-with-a-plus, in most 
used boards and dimension, so you 
can fill customers’ orders for Wolman- 
ized Lumber quickly. You can order 
mixed carloads of this treated lumber 
without injury to the untreated lumber. 


CREOSOTING 





*Registered 


trademark yaa? we FLAMEPROOFING 
rademarks ae 


WOLMANIZING 


1646 McCORMICK BUILDING, CHICAGO 4, ILLINOIS 
16 
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Homebuyers Strike Against Prices 


To the Editors: ...It is reported around that 
during the past two to three weeks there has been de- 
veloping in all parts of the country a sort of buyers’ 
strike on both new and old homes against the prices 
which prevailed for the past several months. May be 
that people are finally coming to their senses. At any 
rate if such is the case it will be the best thing for 
the lumber business and the construction business as 
it will soon correct the black market operations and 
permit retail yards to obtain inventory and get back 
to a normal way of doing business. Mill ceiling prices 
for lumber manufacturers are certainly high enough to 
permit good profits without black market operations. 
...—GEORGE F. WEIS, Lumber Buyers Ex- 
change, Los Angeles 15, Calif. 





Dealers Show Interest in Prefab Homes 


To the Editors: Was greatly interested in your 
article Prefabrication Today in the May issue of 
AMERICAN LUMBERMAN. We would appreciate your 
sending us a list of prefabrication home manufactur- 
ers who will sell through lumber dealers LANHAM 
& NEWKIRK, Lakewood, IIl. 


To the Editors: I was very much interested in 
reading your article on pre-fabrication in your last 
|May 25] issue. 

You state that you are preparing a list of pre-fabri- 
cation manufacturers who will sell through lumber 
dealers and that this list is available on request. Will 
you, therefore, please forward me this list at your 
earliest convenience—HARRY M. LONG, Long Lum- 
ber company, Flint, Mich. 


To the Editors: Referring to the boxed statement 
on page 23 of your issue of May 25, under heading, 
The Lumber Dealer’s Place in the Prefab Picture, I 
would appreciate your sending me the list of prefab 
manufacturers referred to in the last paragraph. 

One is always gratified to see his own judgment 
confirmed by higher authority, therefore this splen- 
did statement is especially pleasing to me and is also 
timely. 

For some time past I have had retailers express 
concern to me about the inroads they feared the pre- 
fabs would make on their business. My answer has 
been that the answer is to add prefabs to their line 
if possible. 

Then later one of my ........ connections ad- 
vised me they had a line of prefabs which they had 
arranged to market and asked me to go along on it. 
I agreed to do so, provided distribution could be ac- 
complished through retail lumber dealers as I would 
not under any circumstances deviate from my estab- 
lished policy to sell only to those who are recognized 
in the trade as entitled to buy lumber direct. 

We did not know whether any interest would be 
shown so I sent out a circular inviting inquiries and 
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Douglas Fir Doors 





are helping solve the urgent 






need for housing 
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ped DIFFICULT TO BUY THE EXACT DESIGN OR 
Ss 
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ces 
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“a Durable Douglas fir doors — together with other 
necessary building materials —- must be channeled to | 
meet the needs of the Reconversion Housing Program. 

| 

Jur | 

of Even though Pre-fit and Factri-fit Douglas fir 
ond doors are being produced in ever increasing | 

7 quantities, there may be further delays in filling | 

orders for non-housing uses or for housing which ! 

does not come under the program. | 

in 

ast ; 
. Distributors and dealers will be delayed in building up 

“ inventories. For a time, at least, the supply situation 

ill will be difficult. But as production steps up and 

yur demand subsides from present overwhelming levels, | 

m- there will be plenty of these fine, precision-made 
doors to meet every demand. We suggest that you 

ant keep in touch with your regular source of supply for 

ng, any changes in availability. 

| 

‘ab 

The National A iati i = 

7” e National Association of Fir Door Douglas Fir 


a - DOORS 


Iso : FIR DOOR INSTITUTE 


When Douglas fir stock doors are pave 





2SS 


re- again readily available for general Ae’ 
as needs, you can be assured that they 
ne 
will be the finest doors which can be Douglas fir doors will be available pre- 
fit to exact book size . . . ready to 
ot produced by: modern precision meth- hang without on-the-iob sawing and 
; fitting. 
it ods. These sturdy, attractive, durable ti 
" Douglas fir doors will be available 
ic- : doors—made of all-heartwood Doug- ‘ completely machined on order—pre- 
ld j f : fit. gained for hinges and mortised or 
b las fir — feature refinements which bored for locks 
‘ : Doors will be grade-marked, of course 
| save time and labor on the job and 
ed ! ni gg fir doors will be available pre- he ste. at re ee rae eater" 
; » F sealed . a feature which improves rhs celtrindetebedahs ad thesh ne hd hus vlagtes 
be assure better installations every time, dimensional stability, reduces mois- ‘ision-cut corners during handling and 
ture absorption, and eliminates the shipping. They will be better doors in 
nd need fcr one prime coat. every way! 
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Effort Lost 
is Profit Lost! 


















YOU SAVE Over 50% 
Handling Materials with a ower-Vegaer 


You can't afford to squander vital man-hours 
in YOUR BUSINESS. When a Power-Veyor saves 
over 50% on Time and Effort — then it’s GOOD 
BUSINESS to put a Power-Veyor to work on 
your tough handling jobs. 


Readily adjustable—a Power-Veyor operates 
with maximum efficiency at any angle. 


Superior All-Purpose Models 
Handle BLOCKS . . BRICK 
CINDERS .. DIRT.. GRAVEL..SAND 









DELUXE 


All-purpose . . . Su- 
perior construction 
. . » Loading end en- 
gineered to scoop at 
the base . . . Speed 
of delivery 50-60 tons 
per hour—the Power- 
Veyor Deluxe is a 


@ SENIOR 


Heavy duty... 
Sturdy construction 
‘ - Ease of opera- 


tion . . . Speed of de- “natural’’ to save 
livery. 75 tons per precious man-hours. 
hour — the Power- 


Veyor Senior is a 
““work-horse”’ on your 
tough handling jobs! 


@ JUNIOR 


Light in weight .. . 
Rigid construction... 
One man operation 
- » « Speed of deliv- 
ery, 40 tons per hour 
— the Power-Veyor 
Junior wil save you 
Time and Money! 


Representatives everywhere 
An EQUIPMENT ENGINEER will personally call on you 


. no obligation. 
for further information write to 


EQuiPMeENt 


ENGINEERING Co. 


St. Charles Illinois 








LETTERS 





received 62 inquiries from a mailing of about 1,600. 
Many called me on the phone and said they were 
anxious to handle them in order to maintain their 
prestige and standing in their communities and not 
force customers to go elsewhere, whether they made 
much on them or not.—FRED LARKINS, Lumber and 
Timber Products, Cincinnati, Ohio. 


To the Editors: Read with interest your article 
Prefabrication Today. Will you please send the 
writer a list of prefabricated home manufacturers who 
will sell through lumber dealers.—F. S. BARKER, 
Thames Lumber company, New London, Conn. 

These lists of prefabricated home manufac- 
turers to sell through retail lumber dealers are 


still available and will be sent on request.—The 
Editors. 


Demand High, Production Low 


To the Editors: June 8th issue as you stated in 
your magazine, never in. the history of the building 
material industry has retail volume been so heavy, and 
never has it been easier to sell the consumer. Cor- 
rect, and the demand is terrific yet. 

But, never in the history of the lumber industry 
have the lumber yards been so BARE. We have no 
lumber and no prospects. ... Tell the bureaucrats, 
or whoever they are, to give us a free hand running 
our business. What did our boys fight for? $64.00 
question.—J. H. SCHMIDT, Craig Lumber company, 
Craig, Iowa. 


Cyclopedia Helps in Training 


To the Editors: We have just received our copies of 
the “Cyclopedia of Building Terms” and we have just 
found out that we did not order enough copies. ... We 
have found that this book is very helpful to our men 
who are learning the lumber business and we want 
to thank you for publishing such a book.—HARRY L. 
BROWN JR., Rock Island Lumber company, Rock 
Island, Ill. 


To the Editors: You will find enclosed $1.00 to 
cover our order for two copies of the American Lum- 
berman Cyclopedia of Building Terms. 

We have found the Manual on the light construction 
industry in the 1946 reference number invaluable in 
instruction of two ex-servicemen in our organization. 

We wish to give them each a copy of the Cyclopedia 
for their personal use.—CHARLES R. GODFREY, 
Weeks Lumber and Coal company, Warren, Mich. 


A complete description of the Cyclopedia 
will be found on page 22 of this issue.— The 
Editors. 


Aid to Employee Training 


To the Editors: Just got through reading your 
latest issue [June 8] and I am getting more intrigued 
with your series “Know the Products You Sell.” They 
are getting better all the time and I wonder if you 
ever considered reprinting them in a booklet? 

From the number of letters that you have receivea 
on your Cyclopedia it shows that the lumbermen are 
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(Above) Packaged KIMSUL and free point-of-sale material 
make a bright display for the J. M. Jakiel Lumber Co. window. 


(Right) Because KIMSUL comes compressed to 1/5th installed 
length, it saves on truck and storage space. Many customers 
pick up KIMSUL with their own cars— since 2,000 square feet 
can be carried in an ordinary sedan. 


We have received many testimonials, from 


home owners as to the ease of application 


and efficiency of Kimsul insulation. 


Buffalo Lumber Dealer 


We have always found Kimsul insulation 


economical to handle, as it takes up very 


little storage space, and enough Kimsul to 


tells why he’s a 


insulate the average attic can always be put 


on top of a load of lumber, thus eliminat— 


Veteran KIMSUL Dealer 





Across the nation, thousands of dealers like E. C. Jakiel 
find KIMSUL a great producer of bigger insulation sales. 
For, with KIMSUL, every installation is a “salesman’’ for 
more... especially now when the ability of KIMSUL to 
conserve fuel as much as 33% in existing homes and 47% 
in new construction is so vitally important. And it has 
nation-wide acceptance because of its strong selling story— 
KIMSUL is prefabricated and has scientific, many-layer design. 

Popular KIMSUL is a money-maker, too. It’s priced to 
sell competitively at a very satisfactory mark-up. It reduces 
handling and warehouse costs because it’s compressed to 


We are producing all the KIMSUL Insulation we possibly can, but due 
to the great demand, your distributor may have some difficulty in supply- 
ing you as promptly as usual. 
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ing an extra delivery trip. The J. M. Jakiel 
Lumber Co. has handled Kimsul Insulation 


since it was first put on the market. @® 


& aN Re 


Secretary 
J. M. Jakiel Lumber Co., Inc. 
1247 Broadway, Buffalo, N. Y. 


1/5th installed length and packaged in handy rolls. And 
it is precut tosstandard stud and rafter spacings, pre-stitched 
for automatic control of insulating efficiency—which makes 
KIMSUL one of the easiest of all insulations for an appli- 
cator to install quickly, correctly and profitably. Get all 
the facts on KIMSUL profit opportunity. Write Kimberly- 
Clark Corporation, KIMSUL Division, Neenah, Wisconsin. 











Kimberly 
Clark | 


RESEARCH 





*KIMSUL (trade-mark) means Kimberly-Clark Insulation 


















MAXIMUM PROTECTION 


Sisalkraft gives new homes the finest in year 
round building paper protection against moisture, 
dust, dirt and driving winds. 


POSITIVE MOISTURE BARRIER 


Sisalkraft gives new homes a moisture-proof wall 
— retards the passage of moisture-vapor into the 
wall space where condensation can cause damage 
to the structure. 


EASY APPLICATION 


Sisalkraft speeds new home construction. Its tough- 
ness permits more rapid installation. One man can 
handle it — even in a high wind. Goes on easily 
— without rips, tears or punctures. 


LOW APPLIED COST 


Sisalkraft costs no more applied than less substan- 
tial papers. There’s no waste of material, fewer 
nails, and no battens required. Send for your free 
Sisalkraft sample and complete information. 


he Symbol of Profit-Making 
SISALKRAFPT Products 


Guardians of home comfort — protectors of home investment 
— Sisalkraft products are tough and flexible, easy to handle, 
low-in-cost, reenforced with thousands of crossed sisal fibres. 





* 


om. 





Low cost reflective insula- 
tion and moisture vapor bar- 
rier for old and new homes. 


Sisalkraft plus electro 
deposit copper, for all 
concealed flashing. 


For over sheath- 
ing, under floors, 
beneath roofing. 


The SISALKRAFT Co. 


205 W. Wacker Drive, Department 
, CHICAGO 6, ILLINOIS 
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LETTERS 


very much interested in employee training. Your 
“Know the Products You Sell” series should fit right 
in. Has anybody ever written you along this same 
line?—-RUSSELL W. NOWELS, Nowels Lumber and 
Coal company, Rochester, Mich. 


Fact or Fiction? 


To the Editors: The enclosed clipping was taken 
from the June 23 issue of the Columbus, Ohio, Dis- 
patch and we are sending it along to ascertain if 
the statements therein are based on facts or if this 
is just another “stunt” to feed the public and get 
their attention off of the real cause for the shortage of 
lumber. 

We see our customers using asphalt, asbestos, tar 
roofing and a dozen other things for roofing and sid- 
ing when according to their own words, “We would 
rather use wood but we cannot get it,” and we feel 
that when this market is gone where it is going it is 
to be a difficult job to win it back—HORINE LUM- 
BER COMPANY, Delphos, Ohio. 


(Too long to print, the article stated that 
$15,000,000 had been approved for the con- 
Struction of roads into timber land, which 
would increase lumber production.) A portion 
of the $400,000,000 available to subsidize build- 
ing material manufacturers in the current 
NHA efforts to increase production is being 
spent to build access roads to standing timber. 
Although it will result in but a small amount 
of increased production this year, U. S. Forest 
Service officials have estimated that in 1947 
500,000,000 additional board feet of lumber can 
be cut from what has heretofore been consid- 
ered inaccessible timber.—The Editors. 


It Pays to Advertise 


To the Editors: Please insert the following blind 
advertisement three times and put it in the first issue 
that it will go in... . We want to let you know that 
out of several advertisements we carried with you 
that we sold 200 million feet of spruce timber located 
in Canada, complete with sawmill and planing mill for 
$325,000 cash. We advertised this in your magazine 
only.—V. J. PHILLIPS, Forest Products company, 
Minneapolis, Minn. 


“Cement Mixer" Only a Song in Detroit 


To the Editors: In June 8 issue “News and Trends” 
on page 7 you state cement output exceeds demands 
which is off the beam in this area as the cement pro- 
ducers here have limited their outputs to dealers who 
handled cement in 1945. Those dealers, and they are 
few, who are getting cement are on a quota basis. 

We have sold cement for years but during the war 
we were forced to discontinue due to lack of yard 
labor and drivers.—R. H. PEPKE, Pepke Lumber & 
Fuel company, Detroit. 


Although the overall national outlook for ce- 
ment indicates an adequate supply, there are 
local shortages in the Southwest, Pacific coast 
and Detroit areas.—The Editors. 
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ALUMINUM composition roofing shown on the Fritz Burns model home, Los Angeles, will 
soon be available for builders throughout the country. 





Aluminum--What It Will Mean 
to the Alert Retail Dealer 


Latest developments in aluminum building products 
are opening up a brand new field for the merchandiser. 


LUMINUM is one important 

building material which will 
attract increasing attention from 
the progressive dealer. 

With current building demands 
drawing upon depleted construc- 
tion supplies as never before in his- 
tory, it is only natural for the alert 
dealer to look for building alter- 
nates, 

While aluminum cannot always 
be considered a_ substitute for 
other building materials, it is be- 
coming an increasingly important 
product in its own right, offering 
new merchandising opportunities 
that should not be overlooked. 

It is quite likely that lumber 
yards of the future will stock 
aluminum sheet as a regular prod- 
uct. Now on a more attractively- 
priced competitive basis with other 
building metals than ever before 
in its history, aluminum seems 
destined to be utilized not only as 
sheeting, siding and roofing, but 
in structural building shapes as 
well. 


FARMER CLIENTELE 


FARMERS, as a group, will con- 
stitute one of the best markets for 
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aluminum. Aluminum will be used 
to revitalize storage sheds, barns 
and outbuildings. Manufacturers 
predict that hundreds of millions of 
pounds of sheet metal will be re- 
quired within the next few years to 
renovate or replace existing roofs 
and sidings of farm buildings alone. 

One manufacturer is producing 
siding with a formed lap that seals 
it against all types of weather. 
Butt joints are sealed with a 
formed insert. Inside and outside 
corners will be secured by an 
aluminum corner piece that snaps 
on the siding, eliminating the use 
of nails or screws at those points. 
The siding is formed so all nailing 
surfaces are hidden. This siding, 
suitable for both new structures 
and recovering old wall surfaces is 
of the beveled type. It has an 8- 
inch exposed surface and comes in 
eight and 12-foot lengths. The ex- 
posed surface will have a factory 
undercoat. 


ROOFING 
NEW developments in aluminum 
roofing are underway. Aimed to 
appeal to the home builder—and the 
retail lumber dealer—this roofing 


combines decorative design with 
light weight, ease of installation 
and long-time, low-cost service. It 
can be used profitably on new 
home or garage construction or for 
modernizing or rebuilding jobs. 
The width between V’s is 24” and 
lengths are available in 6, 8, 10 and 
12-foot lengths. 

This particular roofing is fast- 
ened by nails which are covered 
entirely by the “snap” lock ar- 
rangement of the sheets. The man- 
ufacturer claims this roofing will 
not rust and does not require paint- 
ing at any time. However, it can 
be painted if desired to harmon- 
ize with the overall scheme of the 
individual house or garage. 


WINDOWS 

DEALERS will find that many 
builders of modern homes will 
want aluminum windows, weather 
stripping, thresholds, stair nosings 
and treads. 

Manufacturers are turning out 
aluminum windows in various sizes. 
Aluminum sash may be installed 
in wooden or aluminum frames in 
new or old houses. It is manufac- 
tured in all forms including case- 
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Garage doors of aluminum are light and easy to operate. 


ment, double hung, and storm sash. 

Several war plants are being 
converted solely for the manufac- 
ture of these windows. Mass de- 
livery is promised soon. Mer- 
chandising will be through the 
lumber dealer for the most part. 

Besides the smart-looking effect 
the aluminum window creates, 
other claimed advantages are 
greater tolerances, no warping and 
a permanently attractive finish in 
all climates. 


GARAGE DOORS 


GARAGE doors of aluminum are 
being manufactured by several 
companies. These doors are light 






THIS aluminum screen door has been in use for over 10 years, 
yet shows no signs of corrosion. Another good product for deal- 


ers to consider. 
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and strong and require no servic- 
ing or painting and are easily in- 
stalled. Because of its reflective 
value, the back of the door, if left 
unpainted and kept clean and 
bright, is said to have an insula- 
tion value equal to one-half inch of 
standard insulation board. 

If the owner prefers to paint the 
garage door, it should first be 
thoroughly cleaned with painters’ 
naphtha or its equal. The surface 
should be slightly roughened with 
fine steel wool or extremely fine 
sandpaper. The prime coat should 
be a good metal primer. An auto- 
mobile enamel or a similar metal 
finish is recommended for finish 


coats, although any good white 
lead and oil paint will do. 

Aluminum paint, a good primer 
coat for wood or metal surfaces, 
is back on the market again and 
can be used both for interior and 
exterior applications. It is also 
valuable as a finish coat. 


NEW PRODUCTS 

NEW aluminum products adapt- 
able to the retail lumber dealer’s 
lines are being developed. An 
aluminum awning recently hit the 
market. It is constructed in hori- 
zontal slat form and housed in a 
cylinder that can be rolled in and 
out by means of a crank. Bright, 
weather-proof and non-rusting, this 
item may eventually account for a 
considerable volume of the awning 
trade business. 

One manufacturer is turning out 
an aluminum snow shovel weighing 
only three pounds, half as much as 
most shovels made of heavy metal. 
These shovels are strong and non- 
rusting. The snow doesn’t stick 
to the aluminum shovel—it slides 
right off. 

FOR HOME BUILDING 

ARCHITECTS are considering 
aluminum more than ever before as 
one of the prime building products 
in modern home designing. Two 
houses in which aluminum serves 
as an important component and 
which have been widely publicized 
are the Fuller all-aluminum house 
and the Fritz Burns model home 
in Los Angeles. 


The Fuller house, a circular, 


sloping, dome-shaped affair, is be- 
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ALUMINUM windows in single, double hung, storm and sash 
shapes are sure to provide a@ sizeable business for retailers in 


years ahead. 
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HOW aluminum-sheathed panels are used is illustrated in this end-on view of the Federal 
Telecommunications Laboratories, Nutley, N. J. 


ing produced by assembly line 
methods. Erected as an experi- 
ment to test public reaction to the 
latest in fixtures and appliances 
with a fundamentally conventional 
design, the Burns’ house features 
an aluminum composition roof and 
a copious use of aluminum in its 
interior trim and appointments. 

Other aluminum items that lum- 
ber dealers will stock include store 
fronts and trim, fences, flag poles, 
stanchions and _ sockets, flooring, 
fire escapes and railing. 

Dealers will notice that alumi- 
num is being used more often for 


EASY installation, low maintenance are 
selling points for aluminum windows. 
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store fronts and trim. Many of 
the new public buildings are being 
aluminum sheathed. The new Fed- 
eral Telecommunications Labora- 
tories, Nutley, N. J., utilizes alumi- 
num siding for all exteriors, mak- 
ing possible a completely weather- 
proof wall only three inches thick. 
The aluminum faced exterior is per- 
manently attached to a corrugated 
steel backing with a 1% inch glass 
fibre mat insulation separating the 
two. Aluminum pre-formed sheets 
were used to roof the Cincinnati 
Union rail terminal. 

Builders have found that con- 


FACADE of New Orleans Airport features 
doors, windows, trim — all aluminum. 





ventional roof and wall insulation 
can now be effectively supplemented 
with thin layers of aluminum foil, 
assuring high heat reflecting prop- 
erties, moisture-proofness and ver- 
min-free protection. 


ADVANTAGES OF ALUMINUM 


ALUMINUWM’S light weight has 
obvious advantages. It minimizes 
handling, shipping and installation 
costs. Architects are using it as a 
basic material for insulation and 
heat radiation panels in new home 
construction. 

Current production of aluminum 
is several times as great as it was 
before Pearl Harbor. Rolling mills 
which were producing light metal 
skin for military aircraft a year 
ago are now manufacturing mil- 
lions of pounds of aluminum roof- 
ing and siding for farm and home 
uses. War plants are still being 
converted for peace-time produc- 
tion of aluminum. 


IN GREAT DEMAND 


FOR many dealers, aluminum 
will be a brand new inventory prod- 
uct. Like many other building 
materials, it may be several months 
before aluminum is available in suf- 
ficient quantity to establish a di- 
versified line. . 

However, dealers who are abreast 
of merchandising trends already 
are in the market for aluminum 
doors, screens, siding and the many 
other aluminum products that are 
in great demand for home and 
farm construction. 


SNOW easily slides off this aluminum 
shovel which is very light weight. 
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Joins American Lumberman 
as Vice President and Editor 


RTHUR A. HOOD, one 

of the most widely- 
known figures in the build- 
ing field, has been ap- 
pointed vice-president and 
editor of AMERICAN LUM- 
BERMAN, effective August 
1, 1946. Thus, the greatest 
individual champion of the 
Nation’s lumber and build- 
ing material retailers, and 
the greatest business mag- 
azine serving such retailers 
are joined in common pur- 
pose. 

Closely identified with 
building materials distribu- 
tion and light construction 
for more than thirty years, 
Art Hood is’ eminently 
qualified to fill his new po- 
sition. For the past 13 
years he has been with 
Johns-Manville Sales cor- 
poration, serving first as 
manager of the Housing 
Guild division, and from 
1940 until the present as 
Director of Dealer Rela- 
tions for that prominent 
concern. 


BROAD EXPERIENCE 

WHEN Hood joined the 
Johns - Manville organiza- 
tion he had already behind 
him 20 years of successful 
management experience in 
retail and wholesale mar- 
keting, an earned national 
reputation in creating prof- 
itable sales expansion in 
the field of lumber and 
building material retailing, 
considerable experience as 
author, lecturer and mar- 


keting counsellor, and a widespread 
acquaintance with the leaders in 
the home building industry in the 


United States and Canada. 


During that period business pa- 
pers in the building industry cred- 
ited him as being the first to sell 
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ARTHUR A. HOOD, newly appointed vice-president and editor 
of AMERICAN LUMBERMAN, was practically born in a lumber 
yard—his father being in the retail lumber business in Sioux City, 
lowa. His first business success was achieved in retailing lumber 
and building materials in Minneapolis in the early twenties, when 
he earned a country-wide reputation as a merchandiser and sales 
manager. Today, Hood is probably the best known man in the 
building material field and is frequently called to Washington 
as consultant on industry problems. Throughout the years he 
has been a frequent contributor to the pages of AMERICAN LUM- 
BERMAN, his first articles appearing in 1919. In 1926 his many 
friends in the lumber industry drafted him to become Snark of 
the Universe of the Concatenated Order of Hoo-Hoo, in which 
capacity he spent one full year organizing lumber clubs in the 
United States and Canada. 


an organized plan of installment 
financing to lumber dealers as a 
merchandising technique. They rec- 
ognized him as creator of the 
National: Home Finance corporation, 
the first dealer-owned mortgage and 
installment financing company. 


Hood originated the 
First National Home trade- 
mark and the slogans, A 
Million Dollars To Lend and 
101 Ways to Improve Your 
Home. He was the author 
of the first text books ever 
written on lumber and 
building material merchan- 
dising. 


A PIONEER AND LEADER 

ALWAYS noted asa 
truly progressive thinker, 
Art Hood is perhaps best 
known as an advocate of 
“package selling.” He has 
many thousands of personal 
friends among dealers, and 
his devotion to the Na- 
tion’s retail lumber indus- 
try is unwavering. Much 
of his time and energy has 
been spent in a continuing 
campaign to make the lum- 
ber dealer the key factor 
in the light construction in- 
dustry. 

He was the pioneer ad- 
vocate of a national home 
building industry based on 
integration, at local levels, 
of all home building factors 
under the leadership of the 
lumber and building mate- 
rial retailer, and national 
integration under the lead- 
ership of the nationally 
distributing . producers of 
building materials and 
equipment. This concep- 
tion, along with other of 
Hood’s progressive ideas, 
was first considered quite 
radical, but it is today rap- 
idly evolving into the 
standard pattern of opera- 


tion for the industry. Time and 
experience have proved the sound- 
ness of his judgment. 

Mr. Hood planned and was di- 
rectly responsible for the prepara- 
tion of the J-M retail management 

(Continued on Page 56) 
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Airplane hangers are added to the list 
of farm structures which the retail 
dealer can merchandise in rural areas. 


Farmers Take 


A® THE AIR FORCES demobilize their pilots and 
mechanics, the curtains are drawn on a way of 
life and a new freedom these boys learned to love. 
Many of them leave the air base with a heavy heart 
because they know few jobs are available in aviation. 
The city boy realizes his days in the sky are over for 
some time to come, as flying is an expensive hobby. It 
will be years before he can maintain a plane in a 
rented hangar at the local airport, for the limited use 
he can get from it. But to the farm boy, coming home 
has more attractions than ever before, because he can 
see how he can keep on flying while he farms. 

The tractor made farming easier for his father and 
drew out his mechanical abilities; the airplane will 
do the same thing for today’s returning veteran. In 
addition, it will make living on the farm more desir- 
able and help to reverse the flow of youth from the 
farm to the city. 


LIGHTENS WORK LOAD 


THE light plane is not to be compared with the four 
engine bomber or the slick jet fighter he may have 
been accustomed to, but it will fly him where he wants 
to go and lighten the work load as well. He can use 
it for dusting crops, and seeding on larger farms. Per- 
haps he can even build a custom dusting and seeding 
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to the Skies 


service locally and earn extra money while he flies. 
If he ranches, this plane will replace the faithful 
horse or pick-up in riding fences and assist him dur- 
ing the round-up, in counting cattle or for feeding 
snow bound animals. With the tricycle landing gear, 
he will always be able to find a spot on which to put 
the crate down. 

No matter where he farms, the light plane will be 
handy for getting spare parts during rush seasons, 
getting to metropolitan centers for business or amuse- 
ment and for chasing clouds or finding the hidden 
streams in which trout abound. 


PASTURE AIRPORTS 


FARM pastures will continue to serve their time 
old function but they will become the private airports 
of our farmers as well. Off in the corner of most level 
pastures will be a simple hangar strong enough to 
withstand cattle and wind. Airplane manufacturers 
are working night and day to fill orders on light planes 
and they say the bulk of these orders are from farm- 
ers. Today, tomorrow and every day thereafter these 
planes will be coming off the assembly line in increas- 
ing numbers. Out in the country, housing will have 
to be provided for them so there will be a building 
boom in hangars. True, there are prefabricators in the 
business of supplying hangars; about fifteen com- 
panies are making a bid for this market. However, 
most farm hangars will undoubtedly be built from ma- 
terials that can be purchased locally. Because of this 
every building material dealer should be equipped to 
offer plans for a low-cost hangar to his farm veteran 
customers, 


CONSTRUCTION SIMPLE 


IF THE design is right there is nothing compli- 
cated about the construction. The main thing to get 
right is the truss design over the door and the brac- 
ing for the sidewalls. Don’t worry about trick de- 
signs; the simplest practical design suggested by the 
Civil Aeronautics authority is the “T” shaped hangar. 
Undoubtedly more of these will be built immediately 
than any other type. This design lends itself to the 
use of most standard materials which helps when it 
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comes to labor costs. 

The doors should be of the type 
that slide around the inside walls or 
that fold against one side of the 
opening. Both of these types offer 
the advantage they will not blow off 
in high winds. Of course, for low 
insurance rates, it is best to use fire 
resistant materials for sidewalls 
and roof. Windows are not essen- 
tial unless the boy is a trained air- 
craft mechanic and wishes to do his 
work at home. If windows are 
used, they should be heavily 
screened to discourage the neigh- 
bor boys who would like to see what 
makes the plane fly. 


NATIONAL FLYING FARMERS 

THE enthusiasm of farms for 
flying has resulted in the National 
Association of Flying Farmers 
which will hold its first meeting in 
August. According to Farm Jour- 
nal, many plane manufacturers are 
confident that from 50 to 70 per- 
cent of their postwar sales will be 
to farmers. In Iowa alone it is es- 
timated 8,500 farmers are now fly- 
ing. 
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New Designs Offered By American 


House Plan 
No. 796 
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House Plan 
No. 802 
21,250 Cubic Feet 
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Complete working blueprints and specifica- 
tions of any house design published in this 
magazine are now available at $5 per set. 
Two sets of plans for the same house are $8, 
three sets $10, four sets $12 when ordered 
at the same time. All the blueprints are in 
a convenient 12x18 inch size and meet all 
FHA requirements. Please order plans by 
number, enclosing payment and address to 
American Lumberman, 139 North Clark street, 
Chicago 2, Ill. 
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GOOD store displays such as these stimulate over-counter sales of wallboards by suggest- 
ing their uses and providing actual samples for study by prospects. The same idea can 
be used with many building materials. 


Tips on how smart deal- 

ers net substantial prof- 

its by clever handling of 
home supply items. 


OW, AS NEVER BEFORE, 
is a good time for the retail 
dealer to push over-counter sales. 
Never has it been so important 
for the dealer to establish and 
maintain close contact with new 
customers and to retain the confi- 
dence and trade of old customers. 
One of the surest solutions to 
this dual problem is through a de- 
termined and well-considered pro- 
gram embracing over-counter prod- 
ucts. This means, of course, as 
large a selection of diversified, qual- 
ity items as it seems feasible and 
possible to stock. 

These items cover a wide variety 
of products ranging from floor pol- 
ish to step ladders; small appliances 
like toasters and flat irons also fall 
in this category. 

In brief, when we talk about over- 
counter items we mean the every- 
day products that naturally come 
under the single heading: home sup- 
plies. 


WHY OVER-COUNTER SALES 


DEALERS find that over-counter 
sales have these advantages: 

1. Mostly cash sales, consequent- 
ly a minimum of bookkeeping. 

2. No delivery problem. Most 
over-counter sales are carry-away 
packages. 

3. Steady trade on repeat basis. 
When a customer is considering a 
major purchase, whether it is an 
appliance or a repair job, he will 
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turn by habit to the store where he 
has received the best service. 

The progressive retail lumber 
store is becoming more like a de- 
partment store or a series of spe- 
cialty shops. And like the success- 
ful department store, the lumber 
store is more and more slanting its 
advertising, counter displays—the 
entire atmosphere of the store, in 
fact—to appeal to the heaviest buy- 
ing customer. 


WOMAN’S ANGLE 

THAT customer is the woman of 
the house. Although the man of 
the house is still making the large- 
scale purchases in the lumber store, 
an increasingly large volume of 
over-counter buying is being done 
by women. Kitchenware, floor 
waxes, polishing cloths, household 
tools, even some builder’s hardware, 
are a few of the products being 
purchased mainly by women. And 
the trend in this direction is grow- 
ing. 

Therefore, any merchandising 
program set up by the retailer 
should keep the feminine angle in 
mind. The dealer may want to set 
aside a certain section of the store 
for household products. Wide tables 
with step-up arrangements help at- 
tract attention. Correct lighting is 
just as important. .Indirect light- 
ing around the sides of the store 
and spot lighting to focus attention 
on particular products definitely are 
a factor in attracting customers 
and placing them in a buying mood. 

One secret in over-counter sales 
is making it as easy as possible for 
the customer to buy. Prices should 
be clearly marked. Products should 
be attractively displayed and light- 
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Profits In 


ed. Display tables should be set up 
so that store traffic naturally gravi- 
tates toward the cash register. 


TRAINED SALESMEN 
PROPERLY strained 


salesmen 
can do the rest. Prompt, courteous, 
efficient. service is especially im- 


portant for over-counter trade. 
Salesmen should not only know how 
to display merchandise, but should 
know something of sales psychology. 
With woman becoming the domi- 
nant buyer in over-counter busi- 
ness, the retailer will find that 
careful selection of his sales help 
will pay dividends. 

Some of the larger stores have 
at least one saleswoman. Sales- 
women, it has been found, not only 
take pride in keeping their displays 
neat and attractive to the feminine 
eye, but are helpful in making gift 
suggestions. The practice of neatly 
wrapping gifts often brings favor- 
able comments. Here again, the 
saleswoman is an asset. 

Although some dealers believe 
experience in the lumber business 
should not be a prerequisite for the 
retail lumber store salesman, it is 
essential that salesmen should be- 
come well grounded as soon as pos- 
sible in the light building industry 
and the products that go with it. 
Thus, he can often suggest an ap- 
propriate alternate if the desired 
product is not available. 


DEALER BUYING 

SELECTIVE buying is an im- 
portant factor in successful over- 
counter sales. The store that builds 
up a reputation for carrying not 
only quality products, but the latest 
developments in important lines, 
will go far toward becoming pre- 
eminent in the over-counter trade. 

It is easy for a dealer to get into 
a rut in his purchase of counter 
merchandise. He should try to keep 
abreast of new products even though 
he may not wish to stock the vast 
majority of these items. Dealers 
may find it advantageous to delegate 
purchasing authority on large vol- 
ume items to salesmen who become 
specialists in particular over-coun- 
ter lines. 

To stimulate home owners to re- 
pair and modernize, every dealer 
should keep a good display of basic 
lines on hand. These items, if avail- 
able, will naturally include lumber, 
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Over-Counter Merchandising 


insulating board, builder’s hard- 
ware, wallpaper, paint and brushes. 


RENTING EQUIPMENT 


BY RENTING certain equip- 
ment—sanders, sprayers and ce- 
ment mixing machinery, for exam- 
ple—many dealers afford the addi- 
tional stimulant to complete a long- 
needed job. One good item of ren- 
tal equipment to carry is a portable 
paint spray gun. Faced with high 
union rates, many home owners are 
doing their own painting. 

The enterprising dealer will keep 
a good supply of household tools 
in stock. These will include items 
like rakes, hoes, shovels, pitchforks, 
grass shears and lawnmowers. The 
basic light wiring equipment to be 
stocked will include sockets, exten- 
sion cords, switches, power wood 
workng tools for the basement car- 
penter shop and hobbyist. Just as 
important are the standard plumb- 
ing accessories—flush tank bulbs, 
faucets, washers and repair parts. 

Always sizable in annual volume 
sales is the jag trade—small quan- 
tities of lumber, roofing, nails and 
other material for the odd job. 


WATCH FOR NEW PRODUCTS 

NEW products are constantly en- 
tering the market. Some of these 
items are novelties; others are sub- 
stantial in quality and service and 
will find a place against stiff com- 
petition. 

A lawn sprinkler has been in- 
vented that will wind up hose as 
it gradually moves back to the fau- 
cet supplying water, then turn off 
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EVEN though this is in a relatively small sales room the shelf and counter displays will 
stimulate interest in these over-counter items. 


the water! Newly placed on the 
market is an outdoor oven fireplace, 
complete with a baking and :cook- 
ing combination designed to burn 
wood, coal, charcoal or briquettes. 
It has patented heat directors, ad- 
justable grates, built-in smoke con- 
trol, large bake oven, controlled 
draft and heavy construction. 

Many new portable fire extin- 
guishers are on the market, weigh- 
ing anywhere from two to 100 
pounds. One is a carbon dioxide ex- 
tinguisher that can be used for 
fighting fires in electrical equip- 
ment, oil, grease and flammable 
liquids. The manufacturer claims 





TWO views of the interior of a lumber store in California where over-counter merchandis- 


ing has been outstandingly successful. 


that it leaves no stain on clothing, 
equipment or premises and is even 
harmless when used around food. It 
smothers the blaze by replacing the 
oxygen necessary for combustion 
by carbon dioxide. 

A linoleum lacquer has been de- 
veloped that is said to dry, dust- 
free in three minutes. The product 
is said to withstand spattering 
kitchen fats, alkali sink drippings 
and kitchen traffic. Two coats an- 
nually are said to be sufficient for 
the average kitchen or bath. 

Among the novelty items is a 
musical door knocker which is 
mounted on the front door. One 















COUNTER merchandise is pert displayed in the new home building store recently 


opened by the National Lumb 





pany, St. Paul, Minn. 


Besides the kitchenware and 


small appliances in the femprewed, there are tables of over-counter merchandise near the 
cash register in the corner background. 


tone gives out when the knocker is 
raised and another tone when the 
knocker is released. A chime box 
is mounted inside the door. Another 
novelty item is a singing tea kettle 
which emits a melodic whistle when 
the water boils. It has a plastic 
heat-resisting handle. Boiling water 
is poured from the kettle by a trig- 
ger release inserted in the handle 
which lifts the spout lid. 


A knife sharpening rack is being 
offered which sharpens knives as 
they are withdrawn from the rack. 
The rack, enclosed in glass, holds 
an assortment of six knives rang- 
ing from a 10-inch carver to a par- 
ing knife. 


Several dealers have found that 
quality toys constitute a profitable 
over-counter line. They are han- 
dled on a year-around basis with 





HERE is one lumber dealer's over-counter sales department during the Christmas gift- 
purchasing season. 


particular emphasis during Novem- 
ber and December. 


DEALER EXPERIENCES 

MOST dealers suffered a slump 
in normal trade during the war 
years. Emphasizing over-counter 
sales during this period, several 
dealers report some surprising but 
pleasant findings. 

Charles F. Schadt, chief execu- 
tive of the Judd Lumber company, 
Dowagiac, Mich., said his over- 
counter sales were responsible for 
60 percent of his sales during this 
period. This over-counter record 
was made in the face of a good 
farm business and an excellent in- 
dustrial business. 

“If we can get the people in here, 
we can sell them. The merchandise 
on display guarantees that,” says 
Mr. Schadt. 


Otto Lieber Jr., president of the 
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Lieber Lumber and Millwork com. 
pany, Neenah, Wis., suffered like 
other dealers from war-time lum. 
ber shortages and restrictions on 
home building. Volume sales and 
net profits dropped. Mr. Lieber de- 
cided to concentrate on home sup- 
plies—the over-counter items we 
have been talking about—to main- 
tain volume. 

The result was surprising. While 
his gross volume dropped one-half, 
his net profits increased. It is little 
wonder that Mr. Lieber plans to 
maintain his war-time emphasis on 
this type of merchandise. 


THREE SUGGESTIONS 


MR. LIEBER offers these sug- 
gestions for successful over-counter 
selling: 


1. Staff of trained salesmen. 





2. Smart merchandising dis- } 


plays. 

3. Effective newspaper advertis- 
ing. 

Newspaper copy, Mr. Lieber be- 
lieves, should be planned to awaken 
desire for home 
Here again, the woman _ buyer 
should be kept in mind, 

In selecting over-counter mer- 
chandise, dealers will want to choose 
quality items for long term selling 
rather than products that will lose 


their popularity. Some dealers may 
be tempted to accept a franchise ~ 
for whatever appliance may be in E 


demand in order to obtain quick, 
sure profits. 
think twice before 
such a deal. Appliances are gener- 
ally sold with a servicing guarantee. 


It is reasonable to presume that i 
some appliances will demand serv- 7 


icing years after they are sold. 
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FUEL ordinarily may not be considered 
over-counter merchandise. But carry 
away items like firewood and charcoal 
are attractively displayed in this cate- 
gory in the picture above. 


improvements. 


Most retailers will © 
undertaking 7 
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achine The Heatilator Fireplace has proved 
be : every sales claim made for it — in thousands 
quick, | a 

3 will | of homes and camps — under all conditions 
fee b: of use and climate — in all parts of the 
antee. | United States and Canada. 

» that © 

ied pe That’s why the Heatilator Fireplace is easier to 


sell, why it has proved itself in thousands of 
dealers’ sales rooms as a profitable specialty item. 


ARCS 





4 Building prospects have confidence in the Heatilator 
° name, in its record, in its economy, simplicity and 
i durability. 


Your selling job is more than half done when you 
say: ‘“‘This is a Heatilator Fireplace . . . proved all 
over America.’”’ And you are selling an item that 
will bring you customer good will, plus a reputa- 
tion for handling proved, dependable merchandise. 





Circulates Heat... Will Not Smoke 
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Builders Hardware Jobber Serves 
Lumber Dealers Exclusively 


Offering a complete line and merchandising service especially 
adapted to fit requirements of retail building material outlets. 


BUILDERS HARDWARE jobbed exclusively for 
lumber yards is the service provided retail deal- 
ers in five states by Raymer Hardware company, St. 
Paul, Minn. With an increasing number of building 
material dealers merchandising builders hardware, 
Raymers in 1928 saw an opportunity to capitalize on 
a line tailored to fit those outlets. From a modest 
start with a small group of yards, the business has 
grown steadily until the firm now serves hundreds 
of lumber dealers in Min- 
nesota, North and South 
Dakota, northern Iowa and 
western Wisconsin. 

Officials of the Raymer 
Hardware company prefer 
to describe their firm as 
primarily a service organi- 
zation. They will not sell 
to a retailer not classified 
as a lumber dealer. The 
entire line is designed for 
distribution through lum- 
ber yards and their sales- 
men are trained especially 
to service that type of 
business. The Raymer 
Hardware company is the 
only firm in the nation 
catering exclusively to re- 
tail lumber dealers in job- 
bing builders hardware. 

Raymers stress the im- 
portance of good displays 
in modern merchandising 
of builders hardware in the 
lumber store. To help the 
lumber dealer make his 
hardware department an 
efficient selling unit, they 
have developed several dif- | 
ferent types of cabinets 
and displays. They fur- 
nish blueprints from which a dealer can build either a 
9-foot or 15-foot cabinet, bolt racks, wire cloth racks 
and similar display fixtures. When neither of these 
standard cabinets fits the requirements of a particular 
yard, they have individual plans worked out. 

After the cabinet has been built, doors are sampled 
by Raymers and only the actual samples are charged 
for at the dealer’s cost. In addition to mounting 
samples on the doors, each item is marked with a re- 
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First step in the evolution of hardware displays was this 


rec ded by Raymer Hardware company when 
it first inaugurated its specialized builders’ hardware job- 
bing service in 1928. 






placeable price ticket in a metal card holder which 
shows the retail price, catalog number and name of 
the article. This avoids confusion, saves time and 
makes it easy for anyone to sell from the cabinet. It 
also insures correct pricing of the stock at all times. 
When a price change occurs, new price tickets for dis- 
plays are mailed to each yard. These are easily in- 
serted in the price card holders. Nail bin labels are 
also furnished free. 

Probably the most im- 
portant feature of Ray- 
mer’s builders hardware 
system for retail lumber 
dealers is the service per- 
formed by the road men. 
Their duties are well de- 
fined and they must per- 
form them efficiently. These 
men are responsible for 
condition of the stocks in 
the yards served. It is 
their job to check the 
stock for shorts and to 
make up a list of items re- 
quired to bring it up to 
standard stock. This must 
be gone over with the 
yard manager before final 
approval. 

Service men must check 
displays to make sure the 
latest and correct price 
tickets are in use. It is 
up to them to see the dis- 
plays are not robbed of any 
samples or that they are re- 
placed if taken off. In co- 
operation with the yard 
manager, displays must be 
kept neat and attractive. 
The road men must also 
check yard catalogs to see 
they are in good condition and up-to-date. 

One of the prime duties of the road men is to help 
yard managers sell hardware for house jobs or other 
buildings. To do this they carry cases full of a wide 
assortment of samples of hardware the yard cannot 
carry in stock. They bring to prospects in the smallest 
town a selection to choose from which otherwise could 
not be obtained without travel to a larger distribution 
center where elaborate displays are available. Raymer 
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fie) men are well qualified to render this service be- 
cause in addition to being trained in builders hardware 
sales problems, they are competent to read plans and 
prepare lists of all hardware for individual jobs. When 
builders hardware for a new house is sold, hardware 
for each opening is listed separately. For example, all 
hardware for the front entrance is packed together and 





7 2 A few years later gradual expansion of the number of builders’ 


hardware items handled by dealers brought about design of this 
display cabinet, counter and nail bin assembly. 


marked with a typewritten label “Front Entrance.” 


» When it arrives on the job the carpenter knows im- 
mediately for what door those particular pieces of 
| hardware are 
> throughout each house job—for the rear door, bath 
» door, bedroom doors, etc., including all window and 
© cabinet hardware. 
ers of dealers with the Raymer service plan regard 
© this as an invaluable aid in speeding up construction 


intended. This system is followed 


Carpenter and contractor custom- 


work. 


SALE OF ITEMS GUARANTEED 


TO THOSE yards using Raymer’s service exclu- 


5 sively, they guarantee the sale of every piece of hard- 


ware put in stock. Because Raymer’s are responsi- 
ble for the sale of every item, they are especially care- 
ful what they recommend any yard carry. This results 
in a clean, well-balanced stock with no accumulation 
of odds and ends. Of course such a policy can be 
successfully maintained only if Raymer’s have the full 
cooperation of yard managers. To carry it out they 


» must be the main source of supply and their salesmen 
> must have authority to check the stock properly so 


if can be kept at the correct level. 
Raymer Hardware company publishes and furnishes 
‘ach yard a standard stock list with the retail prices 
* all items normally carried along with recommen- 


} dations as to the quantity of each item the average 


vard should carry. These quantities vary according 
0 the size of the trading area and the type of busi- 
iess done by each yard. 

Annually Raymer’s furnish every yard with an in- 
» ventory blank listing numerically the items of hardware 
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priced at net cost. When considered advisable, 
Raymer’s publish bulletins on timely subjects for re- 
tail dealers, such as suggestions on seasonable items 
to feature, new items that show promise of being good 
sellers, and any sales information available. 


CATALOG, PRICING SERVICE 


RAYMER’S catalog and price change service is 
considered very valuable to the yards. The catalog is 
in loose leaf form and shows a complete line of build- 
ers hardware, tools, and building specialty items. 
Prices shown are retail, from which a uniform dis- 
count is applicable. The catalog may be shown to a 
customer who can see the prices along with a descrip- 
tion of the article without forcing the dealer to fumble 
through a price list or figure any discounts. As price 
changes occur, new catalog pages are mailed to each 
yard and are easily inserted in the catalog. 

Specialty lines such as over-the-head garage doors, 
garage door hardware sets, fireplace equipment and 
fixtures, lighting fixtures, bathroom cabinets and ac- 
cessories are becoming more important in lumber yard 
sales. Raymer field men help the yard manager sell 
these lines so a healthy volume can be maintained and 
a fair profit realized. 

The Raymer hardware setup for retail lumber deal- 
ers places an inexperienced owner or manager in the 








ded for lumber dealers in the last year before World War II. 
A further increase in items handled along with more elaborate 
display is evident. 


3 This is the cabinet which Raymer Hardware company recom- 


hands of an expert in builders hardware merchandis- 
ing. Raymer’s interest is solely in the lumber dealer 
as a builders hardware outlet, and they have demon- 
strated ability to handle dealer stocks to yield satis- 
faction. 


This and the article on the next page, one about a 
hardware jobber and the other about a retail lumber 
dealer, comprise the fourth and last installment in a 
series about builders’ hardware distribution through 
lumber yards. Although the series is concluded in this 
issue, AMERICAN LUMBERMAN will devote space in fu- 
ture issues, from time to time, to builders’ hardware 
merchandising practices profitable to lumber dealers. 
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This retail firm has achieved unusual success 

by making certain the hardware they sell 

will make permanent customers for all mate- 
rials the firm merchandises. 


fy MPHASIS on efficient selling of high quality 

builders hardware has spelled outstanding suc- 
cess for that department of the Hill-Behan Lumber 
company’s store on Chicago’s north side. Chester R. 
Kazmer, who handles the builders hardware depart- 
ment, has a firm policy of not only closing the deals 
for builders hardware on as many home building 
and modernization jobs as possible but also of making 
every purchaser a permanently satisfied customer of 
Hill-Behan Lumber company. During prewar years 
Mr. Kazmer had developed his department to the 


















The postwar builders’ hardware cabinet shown here is the most 
pil recent design by Raymer Hardware company for retail lumber 
dealer stores. Photo at right is a closeup of the samples dis- 
played on cabinet doors. Note that nail bins have been eliminated 
from lower portions of this unit and four shelves arranged in step 
fashion substituted for display of small, over-counter hardware items. 


point where sales of rough and finish hardware, bath- 
room accessories, medicine cabinets and laymen’s 
tools grossed about 25 percent of the total sales in 
the store. That figure, of course, is exclusive of the 
regular lumber and building material sales from the 
yard. 

Through advertising and contractor contacts pros- 
pects come to Hiil-Behan for samples and prices on 
builders hardware. Mr. Kazmer consults with them 
in his office and if the prospects have their blue prints 
and specifications with them, he can quote prices at 
the first interview. Frequently, however, it is neces- 
sary to arrange a second appointment to figure actual 
costs. A prodigious array of samples in all ranges of 
quality and design in hardware impresses prospects 
and that, coupled with Mr. Kazmer’s ability to sit 
down and quote prices immediately, gives him a con- 
trol over prospects that many other outlets are un- 
able to exert. Intimate knowledge of all the prob- 
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Emphasizing Quality in Builders Hardware 





lems in connection with builders hardware selection, 
installation and usage is a prime requisite to the suc- 
cess of any department which is to become a valuable 
adjunct to the home building and modernization 
services offered by a lumber dealer, in the opinion of 
Mr. Kazmer. This background permits quick adjust- 
ments when difficulties are encountered regarding 
price or other questions raised by the prospective pur- 
chaser. 


QUALITY HARDWARE SATISFIES 


QUITE frequently it requires some good salesman- 
ship to convince prospects of the advisability of in- 
stalling good quality builders hardware. The average 
layman is not usually convinced of the importance of 
installing good hardware. He frequently considers 
that as one item on which he can cut corners in build- 
ing. He may eventually buy what he considers bet- 
ter hardware than he actually needs and will feel that 
way until the job is finished and his friends and 
guests begin passing out compliments on the fine 
hardware he has chosen. That convinces the buyer 
who is sold from then on. These circumstances not 
only make a confirmed satisfied customer for Hill- 
Behan Lumber company as far as builders hardware is 
concerned, but officials of the company can cite nu- 
merous instances where the sale of only the builders 
hardware on a house job has made steady customers 
for all the lines the firm handles. 

When talking to builders hardware customers who 
are not buying everything for the home building 
or modernization job from Hill-Behan, an attempt is 
made to sell them the closely allied items along with 
their hardware. Such merchandise as bath fixtures, 
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kitchen hardware, coal chute, etc., in many instances 
are sold in addition to the hardware. 


SIMPLIFYING INSTALLATION JOB 


AFTER a builders hardware job is sold, the various 
items are selected from stock and packaged, with each 
package clearly marked as to the opening for which 
it is intended. This avoids mistakes and confusion 
by carpenters and other workmen on the job and is a 
factor in reducing cost of installation. 

The Hill-Behan Lumber company’s builders hard- 
ware experience has proved that such a department 
properly handled by a retail lumber dealer can be the 
(Continued on Page 56) 
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Study Indicates Record Housing, Building 


Potentials on Nation’s Farms 


6 beers PUBLIC’S current absorp- 
tion with the acute shortage 
of urban homes, particularly as it 
coneerns veterans, has tended to 
overshadow the housing and con- 
struction potential on the nation’s 
farms. 

Farmers as a whole may not 
have anything like the housing 
problem of the rest of the popula- 
tion, but many undoubtedly want 
better and more modern homes, like 
millions of other Americans. In 
addition, they have barns and other 
buildings which require renovation 
or modernization, and in many 
new construction is needed. 

Since farmers as a whole are 
financially better off today than 
ever before, the potential market 
for farm construction could easily 
reach a billion dollars or more a 
year for several years, according 
to authoritative estimates, unless 
a basic change in general economic 
conditions occurs. At present, of 
course, farm construction activity 
is under restrictions in the inter- 
ests of the veterans’ housing pro- 
gram. 


Cases 


TIEUP TO INFLATION PROBLEM 


THE size of the potential mar- 
ket for farm construction has a di- 
rect relationship to the current in- 
flation problem, particularly in the 
building field. The Government’s 
nonfarm housing program alone 
will make record-breaking demands 
on building supplies. Any greatly 
increased demand from _ other 
sources, such as farms, will add to 
supply problems and tend to in- 
crease the pressure on building ma- 
ierial prices. 

Government sources estimate to- 
tal farm expenditures for new 
building and maintenance this 
year at $750 millions. This is $200 
millions more than similar expen- 
ditures in 1945 and is the largest 


annual outlay for new farm building 


and upkeep in 25 years. 
Government records, however, 
show that for years farmers as a 
whole have not spent enough to 
keep up their homes and buildings, 
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much less add _ improvements. 
Skimping was pronounced in the 
early ’30s because of the depres- 
sion. In more recent years farm 
building and maintenance expendi- 
tures increased considerably as 
farm income and general economic 
conditions improved. This increased 
spending for new farm building 
and maintenance reached a level of 
$715 millions in 1941. It then de- 
clined again, despite further gains 





Farm Building vs. Income 

The following table shows 
the long-term annual relation- 
ship between net farm income 
and yearly expenditures for 
new building and mainten- 
ance, from 1915 to the present 
(in millions of dollars) : 

New Build- 
Net ing and 
Farm Maintenance % 

Year Income(a) Outlays Ratio 
1915 $ 3,745 $465 12.6 
1916 4,687 580 12.3 
1917 7,011 715 10.2 
1918 8,674 735 8.4 
1919 9,249 940 10.2 
1920 6,778 865 12.7 
1921 3,603 415 11.5 
1922 4,057 495 12.1 
1923 4,842 613 12.8 
1924 5,128 583 11.4 
1925 6,103 589 9.7 
1926 5,699 571 10.0 
1927 5,706 643 11.3 
1928 5,695 625 11.0 
1929 6,044 631 10.5 
1930 4,329 431 10.0 
1931 2,744 267 9.9 
1932 1,832 140 7.8 
1933 2,681 194 7.2 
1934 3,759 245 6.4 
1935 4,484 385 8.6 
1936 5,062 415 8.1 
1937 5,139 498 9.8 
1938 4,327 447 10.4 
1939 4,459 530 11.8 
1940 4,617 570 12.4 
1941 6,395 715 11.2 
1942 9,254 613 6.6 
1943 12,046 606 5.1 
1944 12,600 531 4.2 
1945(e) 12,400 550 4.4 
1946(e) 12,000 750 6.3 
(a)Including Government Pay- 

ments. 
(e) Estimated. 

Sources: U.S. Department of 
Commerce; U.S. Department of 
Agriculture. 











in farm income, as materials re- 
strictions and manpower shortages 
prevented farmers from spending as 
much on their homes and their 
farm buildings as they would have 
under more normal conditions, 


The accumulated upkeep deficit 
resulting from past wear and tear 
is estimated by Government agri- 
cultural authorities at more than a 
half billion dollars for the last 15 
years. For this reason the U. S. 
Department of Agriculture fore- 
sees the need of annual expendi- 
tures of at least $650 millions for 
several years just to maintain cur- 
rent condition and make postponed 
improvements. The bureau adds 
that exceptional wartime wear and 
tear, or rising costs, may greatly 
increase this amount. 

In view of this situation, the 
estimated 1946 annual expenditures 
of $750 millions on new farm build- 
ings and maintenance would seem 
to be just about enough to take 
care of current essential needs, 
particularly in view of rising build- 
ing costs. 

One of the major influences that 
is likely to impel the average 
farmer to spend more freely on his 
home, barn or other farm structure 
is the normal human desire for a 
better home, more everyday con- 
veniences and a higher standard of 
living. 

This desire will be strengthened 
by the great improvement that has 
taken place in the financial condi- 
tion of agriculture as a whole in 
the last few years. At the end of 
1944 (1945 figures are not yet avail- 
able) farmers as a whole had accu- 
mulated nearly $17 billions in bank 
deposits, U. S. Savings Bonds, 
cash and other financial assets. 
Their debts at that time were little 
more than half this figure, so that 
farmers as a whole had nearly $2 
in financial assets for every dollar 
they owed. 


BETTER OFF THAN EVER BEFORE 


THE farm population as a whole 
had never been as well off before, 
not even at the height of the first 
World War boom. Currently their 
financial position is even stronger, 
for farm income has been well 
maintained, cash and savings have 
undoubtedly increased, and _ the 
total of farm debt has not changed 
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greatly. Furthermore, there is the 
additional psychological factor of 
the great rise in farm real estate 
and other fixed assets since the be- 
ginning of the war. 

Another major factor in the out- 
look for farm construction is the 
age and condition of farm homes 
and buildings. 

A large proportion of farm build- 
ings is 25 to 50 years old. Govern- 
ment agricultural authorities be- 
lieve new conditions resulting from 
technological changes in farming 
practices together with new de- 
velopments in machinery may mean 
the construction of the equivalent 
of one new building for every farm 
as well as large remodelling ex- 
penditures on present buildings. 
Since there are 514 million farms in 
the country, the magnitude of such 
a development is quickly apparent. 


INDICATED CONDITION OF HOMES 


A SURVEY made by the Bureau 
of Home Economics of the U. S. 
Department of Agriculture in the 
middle ’30s is dominated by the 
widespread lack of even simple con- 
veniences in the great majority of 
farm homes. It was found, for ex- 
ample, that at that time only 11.2 
percent of farm homes had bath- 
tubs, 14.5 percent had bathrooms, 
and 61.4 percent had water piped 
into the home. There are no later 
surveys to indicate the changes 
that have occurred in the last 
decade, but wartime conditions 
severely curtailed improvement or 
modernization plans in the last five 
years. And about half of the na- 
tion’s farms still aren’t electrified. 

Government figures show the 
highest farm expenditures for new 
building and maintenance were 
$940 millions in 1919. Net farm in- 
come in that year was $9.2 billions. 
The 1919 ratio between farm in- 
come and total farm building and 
maintenance expenditures was thus 
about 10 percent, an annual ratio 
between the two that is found in 
the majority of the last 30 years. 

In contrast, the ratio between 
net farm income and total farm 
expenditures on new building and 
maintenance from 1942 through 
1945 ranged from 6.6 percent down 
to 4.2 percent annually. The in- 
dicated ratio for 1946 is still only 
6.3 percent, allowing for the rise 
in estimated expenditures to $750 
millions. These ratios are even 
lower than those that prevailed in 
periods of farm depression, and 
thus provide another indication of 
the potentials of the farm construc- 
tion market. 
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Salesmen’s Business Entertain- 
ment and Income Tax 


"THERE IS HARDLY an outside 

salesman who does not, at 
some time during the year, expend 
varying sums of money for enter- 
tainment of customers and pros- 
pects, and those able to aid sales- 
men in making sales. Throughout 
the year — and years to come —a 
good part of salesmen’s business 
may be traceable to business enter- 
tainment. Yet, despite the impor- 
tance of this item of sales expense 
to sales success, few salesmen treat 
such expenditures in the same man- 
ner as other expenses and, if they 
do take deductions for business en- 
tertainment, they usually “guessti- 
mate” the amount and understate 
such expense. 

To the extent that salesmen ig- 
nore this vital part of their total 
sales expenses, do they increase 
the taxable income that they re- 
port in their income tax returns 
and overpay in income taxes. In 
effect, such salesmen are paying an 
income tax on a sales expense, 
which amounts to double taxation. 

Even where net income may run 
into only $4,000 or $5,000, it is not 
unusual for salesmen to spend sev- 
eral hundred dollars on business 
entertainment as a necessary means 
of earning such an income. With- 
out such expenditures their taxable 
income would no doubt be much 
lower. Where this expenditure—or 
part of it—does not show in an in- 
come tax return, even in modest 
incomes, the tax may be increased 
by anywhere from $100 to $200. 

What constitutes business enter- 
tainment? It may be a quiet din- 
ner at a cafe, or a noisy one at a 
night club; liquid refreshments 
over a bar or in am office; cigars. 

In the case of salesmen, the ex- 
penditure of sums of money for 
business entertainment is clearly 
recognized as a deductible sales ex- 
pense by the Treasury Department, 
and is considered a legitimate and 
necessary part of the cost of doing 
business. Yet, in spite of this, sales- 
men continue to bear the expense, 
either partly or entirely, out of 
their own personal pockets, without 
properly showing such expendi- 
tures as business expenses. 

Generally, the taxpayer makes no 
effort to segregate such expendi- 
tures or keep careful check upon 
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them. He pays such bills with cash 
and proceeds to forget the matter. 
If, when he makes out his income 
tax return, he does recall such ex- 
pense items, he undertakes to guess 
what the entertainment cost him in 
a very sketchy manner, and with- 
out a vestige of records to substan- 
tiate his deduction. If anything, 
he is likely to under-estimate. After 
all, he has had some fun from such 
entertainment; therefore, he rea- 
sons, it isn’t business. Yet he 
wouldn’t think of entertaining a 
customer with a dour approach. In 
event such a deduction, unsupport- 
ed by evidence, is challenged, the 
likelihood is that it will be scaled 
downward, or, prhaps, be disallowed 
entirely. - 

Business entertainment deduc- 
tions, especially if they appear to 
be excessive in relation to the in- 
come reported, may be subject to 
close scrutiny by Internal Revenue 
Bureau auditors. This is not be- 
cause an arbitrary limit has been 
placed upon such expenditures, but 
because such an item of expense is 
all too often not easily susceptible 
to proof, and, on occasion, allegedly 
“smart” taxpayers have mistakenly 
seen in business entertainment an 
escape hatch to avoid payment of 
taxes for which they are liable. 

Taxpayers proposing to enter 
business entertainment as an ex- 
pense should immediately — start 
issuing checks covering such ex- 
penditures or keep records where 
possible. If cash is paid for such 
entertainment, checks should be is- 
sued later covering reimbursement 
of the exact amounts expended and 
notations should be made indicating 
what the checks were drawn for. 

Incidentally, such business enter- 
tainment is frequently done in the 
taxpayer's home. Actual cost of 
such entertainment, also, is deduc- 
tible as a business expense and 
should be so treated. 

Even in the lowest tax brackets, 
failure to report such expenditures 
as a sales expense is penalized 
against the taxpayer (1946 tax 
table) at the rate of $20 on every 
$100 of additional taxable income. 
On $5,000 of taxable income it 
amounts to $26 and on $7,000 it is 
$30 on each $100. 
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* * *® * THURSDAY, JULY 25th, 1946 ‘o’s'* 
REPUBLIC BOX CO., °° ‘Chicaco,ne” *™ 
BOX MAKING , WOODWORKING 





Machinery and Equipment Machinery and Equipment 
Lock Corner Machines Hand-Hole Cutters Vertical Twin Resaw Cyclone, Blowers, Motors, 
Rip and Cut-Off Saw Sets Matchers, Squeezers, Tenoner Factory Trucks, Hydraulic 
Two-Color Box Printers Groovers, Notchers and Planer Lifts, Platforms, Knives, 
Wire Binders & Staplers | Recess Machines Rip and Band Saws Saw Filing Equipment, 
Nailers & Cleaters—Open & Closed Back Sanders Saws, etc. 
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GENUINE McDONOUGH TOOL STEEL 





CARRIAGE DOGS 


Give Better Service and will 


LAST LONGER than any other 


Installed on your carriage GENUINE McDon- 
ough Dogs will enable you to manufacture more 
accurate lumber because they hold the log or 
cant firmly to the final cut. They can be easily 
installed in any make of carriage knee and have 
satisfied many of the largest mills for more than 
fifty years. 


We are the originators of the McDonough 
type carriage dog. All dogs made by us are 
marked “Genuine McDonough” for your pro- 
tection. 






McDonough Manufacturing Co. 


INCORPORATED 1888 
Eau Claire, Wis. 


MANUFACTURERS OF BAND RESAWS, LUMBER MARKERS AND SAWMILL MACHINERY 
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Art Hood Joins 


American Lumberman 


(Continued from Page 36) 


and sales training program. In this 
activity he prepared 21 text books 
on various phases of the dealer’s 
problems and planned national 
schools for dealers’ executives and 
salesmen. More than 3000 retail 
owners and executives attended 
management institutes directed by 
him, and more than 10,000 retail 
salesmen were trained under his 
direction. 


PROMINENT SPEAKER 


TIME and again Art Hood has 
appeared on major convention pro- 
grams. He has addressed practi- 
cally all of the 32 regional dealer 
associations at least once—some- 
times repeatedly. He has spoken to 
Kiwanis, Rotary, Chambers of Com- 
merce and Sales and Advertising 
Clubs in the principal cities of the 
country on merchandisng subjects 
and economic trends. His talks have 
been so pertinent, constructive and 
sound that many of them have been 
printed in Vital Speeches and Vital 
Statistics. 

Mr. Hood has been in demand 
not only as a speaker but also as 
an advisor and committee member 
in important business groups. He 
has been affiliated with The Pro- 
ducers’ council, the American Mar- 
keting association and the Market 
Research council. He has been ac- 
tive in the Society for the Advance- 
ment of Management, the Commit- 
tee for Economic Development, and 
the National Federation of Sales 
Executives. He was one of the 
founders of the National Society 
of Sales Training Executives. 

He was instrumental in the de- 
velopment of the Producers’ Council 
Postwar Platform and of the Deal- 
ers’ Pledge of Service recently 
adopted by the National Retail Lum- 
ber Dealers association. . . He is 
currently co-chairman of the Manu- 
facturer-Dealer Cvucrdinating com- 
mittee of the Light Construction 
Industry. 

Hood is a serious student and 
an expert in human relations. He 
has earned the position of trusted 
management coach and counsellor 
to lumber dealers on the followng 
segments of their business: depart- 
mentalization, plant, equipment, 
salesroom displays, product line, in- 
ventory, turnover, personnel man- 
agement, sales management, cost 
and expense controls, budgets, mar- 
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keting, merchandising, advertising, 
compensation plans, salesmen _ re- 
cruiting—he is, in fact, regarded 
as an authority on almost every 
phase of building material retail- 
ing. 

Like AMERICAN LUMBERMAN, Art 
Hood has always been an advocate 
of the free enterprise system. He 
has conducted research in industrial 
economics and is vice-president of 
the Guild of American Economists. 
His hobbies, in fact, are the study 
of economics, fishing, poker and 
golf. 

EDUCATIONAL PROGRESS 


ONE of Art Hood’s outstanding 
achievements of recent years—and 
one with strong implications of good 
for the entire industry—has been 
the instigation of better training 
for potential lumber dealers and 
their employees. Because Hood 
spearheaded a vigorous campaign 
for action, some 25 universities and 
colleges now offer courses leading 
to the new degree of Bachelor of 
Science in Light Construction En- 
gineering and Marketing—or its 
equivalent. Such education ideally 
adapts a man for modern building 
material retailing with all the rami- 
fications that phrase implies. This 
educational progress heralds an era 
of better merchandising and bet- 
ter building. 


A WIDER FIELD 


HERBERT A. VANCE, present 
editor and publisher of AMERICAN 
LUMBERMAN, will turn his editorial 
duties over to Mr. Hood on August 
1, but will continue as publisher. 
Other than that the appointment 
of Mr. Hood will occasion no 
changes in the organization. The 
recently expanded and revitalized 
staff which Hood will acquire will 
continue to be headed by William 
S. Milburn, managing editor. 


As vice-president and editor of 
AMERICAN LUMBERMAN, Art Hood 
will continue his dynamic efforts in 
behalf of lumber and building ma- 
terial dealers and the light con- 
struction industry. He will, in fact, 
have a greater field for the exercise 
of his talents than ever before in 
his successful career. The wide, im- 
partial, objective scope of AMERI- 
CAN LUMBERMAN, the leading busi- 
ness magazine for lumber and 
building material retailers, will 


bring all of his broad talents into 
full play and give him an unparal- 
leled opportunity to serve the in- 
dustry even better than he has be- 
fore. 

It was perhaps inevitable that 
sooner or later the greatest publi- 
cation for lumber and material 
dealers, and the greatest individual 
exponent of progress for the indus- 
try, should join hands. Independ- 
ently, AMERICAN LUMBERMAN anid 
Arthur A. Hood have each accomp- 
lished much. With Hood absorbed 
into the AMERICAN LUMBERMAN or- 
ganization, an unbeatable team 
results—a team pledged to leader- 
ship and bold action in the interests 
of the industry. 





Emphasizing Quality 
In Builders' Hardware 





(Continued from Page 50) 


nucleus from which will gradually 
develop a complete modern over- 
counter store such as Hill-Behan 
company now has at its north side 
Chicago location. Because Mr. Kaz- 
mer has always insisted the hard- 
ware sold through his department 
must not only be attractive but 
must have long life, a reputation 
for quality and fair treatment has 
been established that defies compe- 
tition. A large enough volume of 
such business has been developed 
so that the company is in an espe- 
cially advantageous position as far 
as purchases are concerned during 
this period of severe shortages. 


SELL BRASS OR BRONZE 


AT THE present time the com- 
pany is selling more general hard- 
ware than ever before, but not as 
large a volume of builders hard- 
ware because of inability of manu- 
facturers to produce many items 
and styles at a profit under OPA 
ceiling prices. Concentration in 
purchases and sales is in solid brass 
or bronze with steel hardware a last 
resort. Regardless of the finish 
given steel hardware, experience 
has convinced Mr. Kazmer and his 
associates that it will not give the 
lasting satisfaction in good appear- 
ance and long life that brass or 
bronze will provide. 

For the present, Hill-Behan is 
not advertising builders hardware 
because of inability to supply all 
prospects with the quality materials 
and satisfactory delivery service 
that have established their reputa- 
tion among contractors and regular 
customers. Concentration of effort 
is On procurement followed by care- 
ful distribution among prospects to 
satisfy the most with the least. 
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“=| When is a square MORE than a square? 
( quare 
» that 
_ Four bundles of Red Cedar Shingles are known as a “square” 
siiee! because these four bundles, when laid at standard roof weather 
Seiten, exposure, will cover 100 square feet of roof area. 
spend- & However, when shingles are applied Double-Coursed on 
N and & sidewalls, four bundles will cover considerably more than 100 
comp- © square feet, because of the wider weather exposures which are 
sorbed | permissible. (Thus, less than 31% bundles of 16-inch shingles, 
\Nor- | laid Double-Coursed 12 inches to the weather as recommended, 
team § will cover 100 square feet. Slightly more than 3 bundles of 
eader- Ff 18-inch shingles, Double-Coursed 14 inches to the weather, 


erests are required.) 

The fact that fewer shingles are needed is one reason for 
Double-Coursing’s economy. Another important reason is 
that one-half of the shingles used—those which go on the 
inner and completely concealed course—may be the economi- 
cal No. 2, No. 3 or No. 4 grades, the outer course usually 
consisting of pre-stained or untreated No, 1 or No. 2 grade 
shingles. 











dually | 
over- & These two factors—fewer and less costly shingles—account 
3ehan for the remarkable economy of a Double-Coursed sidewall. 
aside & Send for free Double-Coursing blueprint. Address . . . 
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TO HELP YOU CONTINUE TO 


Profit with Maite 


WALL and CEILING PANELS 


~ 


-(eo.J.Silhernagel- 


WHOLESALE DISTRIBUTOR 


Your major markets are constantly re- 
ceiving millions of Marlite advertising 
messages that tell your best customers 
“© and prospects about Marlite’s many ad- 
vantages. Although the demand for Marlite is 
without precedent, Marsh is advertising today for 
your tomorrow’s business, This farsighted policy 
will help you continue to profit with Marlite, 
Meanwhile, every effort is being made to bring 
Marsh’s usually prompt, nation-wide service back 
to normal. Marsh Wall Products, Inc., ‘+! Main 
St., Dover, Ohio. 
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Lumber Products 
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WALL-SIZE PANELS 
FOR EVERY ROOM 
IN ANY BUILDING! 


¢0.J.Silbernagel 


GENERAL OFFICE 
8 S. Michigan Ave., Chicago 3, Ill. 
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Truman’s Veto of OPA Leaves Capital 
Wondering What is Coming Next 


THE CAPITAL, at this writing, 
is still in a state of confusion as a 
result of the expiration of price 
controls. 

The event was not expected. Most 
observers in Washington thought 
the President would sign the bill 
extending price controls. It was 
known that he did not like the new 
draft, but leaders of his own party 
in Congress advised him to accept 
it, saying it was this or nothing. 

3ut with less than two days' 
margin until the old law expired, 
Mr. Truman vetoed the bill. Con- 
gress.did not extend the old law on 
a temporary basis, pending the 
passage of some new act. Except 
for a few local regulations, such as 
rent control in the District of Co- 
lumbia, price controls expired at 
midnight on June 30. 


PREDICTION 


Observers believe price 
controls gone for good 


There is little point in trying to 
predict what will happen. Shrewd 
observers in the capital, men who 
are usually right, are inclined to 
think that controls will not be re- 
vived. Most lumbermen, it would 
seem, hope these controls are per- 
manently out. They believe this in- 
dustry can speedily reach a firm 
production and distribution basis, 
if given freedom of action. 

This correspondent called on 
Representative Ben F. Jensen, of 
the Seventh District of Iowa, 
shortly before the extension bill 
went to the President. Mr. Jensen 
is a retail lumberman of many 
years’ experience. He’s a member 
of the powerful Appropriations 
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Committee of the House. He tells 
the Calendar he’s questioned the 
principle of price control all along 
and has been opposed to it in every 
way since V-J Day. He thinks the 
country can’t build up economic 
health and strength, ever, until it 
gets rid of this hindrance. Appar- 
ently his opinion is shared by a 
large number of his fellow lumber 
retailers. 

No doubt an effort will be made 
to revive the controls, and it may, 
of course, succeed. 


SUBSIDIES 


What will happen to them 
now OPA has passed out? 


Meanwhile, no matter what hap- 
pens, the industry has undoubtedly 
turned a sharp corner. Here’s a 
trifling indication. Since the issue 
of this journal, just before the one 
you’re now reading, was printed, 
the Housing Expediter announced 
subsidies to promote the production 
of more brick and plywood. Well, 
what happens to the subsidy pro- 
gram if prices find their natural 
levels? These funds were supposed 
to aid veterans in getting homes 
they could afford. 

Some little time ago Mr. Wyatt 
predicted, rightly or wrongly, that 
if the then pending price-control 
bill were enacted the price of con- 
struction would advance immedi- 
ately by from 15 to 25 percent. This 
in addition to the 50 or 60 percent 
it is supposed already to have ad- 
vanced within a matter of months. 
It seems probable that with no con- 
trols at all the advance will be quite 
as much as it would have been un- 
der the vetoed law. It seems im- 


probable that subsidies will be paid 
for materials, above the levels of a 
free market. 

Will the subsidy money be given 
to veterans to help them buy houses 
at base-period figures? If so, how 
many veterans can be aided by that 
four-hundred million dollars? As 
many as 100,000? One out of a 
hundred? And what are the other 
ninety-nine likely to do? Or will 
the money simply be returned to 
the treasury and the VEHP liqui- 
dated? 

It’s clear that no matter what 
happens on the Hill in the next few 
days, and in the administrative of- 
fices after Congress has done its 
stuff, there are going to be some 
pointed questions confronting the 
industry. One, very definitely, is 
going to be veterans’ housing. 

For this issue, this correspondent 
will deal with some things that 
were and are in the works. It’s 
not necessary to remind you that 
all, or at least most, of these obser- 
vations are subject to factors that 
can’t be known at this time. 


EMERGENCY HOUSING 


Two deadlines worrying 
the administration now 


Remember those 200,000 units of 
temporary emergency housing? It’s 
the stuff authorized by the Mead 
resolution, amending Title V of the 
Lanham Act. These shelters are 
supposed to be up and doing busi- 
ness pretty soon now. 

The units are allocated in about 
equal numbers to colleges and to 
local governments for the housing 
of veterans. Latest figures, which 
are not too recent, show that a few 
more than 90,000 have been as- 
signed to campuses and a few more 
than 93,000 to local governments. 

The responsible persons, it 
seems, are getting ants about this 
program; especially about the col- 
lege project. The various Deans 
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are talking tough. Their shops 
are due to open in September and 
what’ll they do if the GI students 
and their wives show up before the 
shelters are ready? There’s a 
double deadline: September 30 for 
the college structures, December 31 
for the rest of the project. 

In any event, this temporary 
housing has become the top worry 
of the Veterans’ Emergency Hous- 
ing Program. To deal with it, 





somebody has to find something 
that can be used for building ma- 
terials. So the government men, 
true to their ruling passion, talk 
of diversions, ratings, channelings 
and all the other well-known tricks 
in the bag. 


It happens, as you know too well, 
that much of the available building 
material has already been di- 
verted, channeled, rated or what 
not into the veterans’ permanent 
housing project. 

Hence, if additional materials 
are to be found for the temporary 
work, they must be snitched from 








and wish to be placed on our mail- 
ing list, send us your name and 
name of the firm with which you 
are connected. 





Seasoning Balsa Wood With 
Moore Cross-Circulation Kilns 
Increases Its Peace-Time Uses 


Although Balsa often has moisture content as high 
as 150%, Cia. Ecuatoriana de Balsa, Guayaquil, 
Ecuador, seasons entire cut of this large mill with 
Moore Cross-Circulation Kilns. 


Just as Balsa proved to be a wood of many valu- 
able war-time uses, it is now finding a growing 
peace-time market — uses which require precision 
seasoning with Moore Cross-Circulation Kilns. 


Better drying means greater production. 
show how the Moore Cross-Circulation System will 
soon pay for itself at your plant. 


If you are interested in kiln drying MOORE DRY KILN COMPANY 


Largest Manufacturers ef Dry Kilns and Veneer Dryers 


JACKSONVILLE 1, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 


MOORE J)RY KILNS 
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prior allocations for permanent 
buildings. Robbing GI Peter to 
pay GI Paul. If that sounds like 
an earnest chasing of the tail, at 
least you and we didn’t think it up. 

This temporary construction is to 
use salvaged materials including 
barracks, Quonset huts and the 
like. But, in addition to all avail- 
able salvage, it’s going to take a 
lot of new stuff. The FPHA men- 
tions 332,000,000 feet of lumber; 
13,200,000 square feet of plywood; 
450,000,000 square feet of interior 
wallboards and so on, through ten 
or twelve items on the list. These 
amounts, as we understand it, are 
for the entire temporary program 
and not merely for the educational 
shanties mentioned above. 


SUPPLIES NEEDED 


New channeling regulations 
considered to meet demands 


It may present a more revealing 
picture to mention the percentages 
of the estimated supplies, needed 
for these emergency purposes. As 
for example: lumber, 2.6 percent; 
plywood, 1.8 percent; interior wall- 
boards, 20 percent; gypsum wall- 
board, 12 percent; other building 
boards, 26.3 percent; cast iron soil 
pipe, 16 percent. A fairly big bite 
to be taken out of a pie that’s not 
too large to begin with. 

No use to be too assured about 
the methods that’ll be used to cor- 
ral this extra material. At this 
time the ways and means haven’t 
been fixed up in an official order 
and no one is guessing what will 
happen to controls in general. But 
it is possible to indicate a few lines 
followed by the agency and the in- 
dustry in trying to reach an agree- 
ment. 

The CPA held consultations with 
manufacturers and with distribu- 
tors. The purpose, of course, was 
to find a way that everybody would 
accept as being not too painful and 
too destructive and that really 
would channel the needed materials 
to the temporary projects. The re- 
tailers’ Industry Advisory Commit- 
tee agreed, reluctantly, to go along, 
but only if the manufacturers also 
were willing to accept the plan. The 
manufacturers were anything but 
happy about it. The wallboard in- 
dustry objected seriously to a new 
channeling regulation. - You’ll re- 
call that the percentage figures, 
quoted above, indicated the need 
for a large set-aside of wallboard. 
Incidentally, the CPA _ indicated 
quite firmly that not more than 20 
percent of the monthly production 
of gypsum board, structural insu- 
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rt aE handling PAY DIVIDENDS 
me > NEW METHODS of lumber handling 
like - . - 
l, at Remove those lumber jams. From car-to-storage-to-user the Rapid-Wheel Conveyor line keeps lumber moving. 
t up. Lumber on the move results in quicker turnover, faster deliveries and more satisfied customers. In the manufac- 
is to ture, storage and distribution of building materials, Rapid-Wheel Conveyor lines increase production and reduce 
ding handing costs. Time expended and labor costs in material handling add nothing to the quality of your product. 
the 
Be RAPID-WHEEL GRAVITY CONVEYORS 
ke a Rapid-Wheel Gravity Conveyor is the easy 
nen- way . .. it can be set up anywhere to convey 
ber: lumber and building materials easily, effi- 
a a. ciently and economically. Available in eight 
ne : standard models, depending on width and 
oe number of wheels per foot. 
n 
yo STEVEDORE, JR. POWER BELT CONVEYORS 
ram b ae Stevedore, Jr. (portable power belt conveyor) : Ay a = 
dl | Somer of roofing rolling on ——— saves valuable man-handling time in loading, 4 ae a oe 
One man in the truck keeps two nen unloading, stacking and elevating operations. qpuseen. Its use makes ry available 
busy at the other end of the line. It will lift a 225-pound distributed load at the storage space easily accessible. 
rate of 50’ per minute. Easily rolled to the job, 
Ropid-Wheel Gravity {Conve yor being Stevedore, Jr. can be readily adjusted to meet Loading Masonite by Stevedore, Ir. power 
_— toestoragen ms se! varied operating conditions from 18” level to Fm ‘strage to waliza muck were 
: elivery height o: . Unit plugs in on any 
ands standard lighting circuit. 
ling 
= For additional information on faster lumber 
izes handling write today for free Bulletins and 
ded Catalogs. 
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lation board, laminated fibre board 
or concrete blocks would be di- 
verted to these temporary projects. 

The retailers’ advisory commit- 
tee recommended that dealers be 
allowed to fill these orders out of 
inventory and then to extend the 
certificates to their suppliers, to re- 
place the stock so used. The com- 
mittee also asked that the order be 
so written as to assure the flow of 


all buildmg materials through nor- 
mal distribution channels. 

The final recommendation of the 
committee had to do with that 20 
percent figure, the maximum set- 
aside of various materials. Wall- 
board manufacturers have had a 
voluntary system of allocation. It 
is clear that if manufacturers must 
set aside 20 percent of their pro- 
ducticn, then their customers can 
get but 80 pecent, each, of the for- 
mer allotment. The committee 
asked that each retailer be assured 
of getting this 80 percent, in addi- 
tion to any FPHA eertified orders 











U.S. Pat. No. 2056688 


ELIMINATE COUNTER-BORING 
by using Lamson W-T Colte 


If you’ve been making wood products 
requiring counter-boring for the heads of 
the bolts, you know the cost of counter- 
boring 100 or 1000 holes. Eliminate this 
one item of cost by using Lamson Weather- 
tight bolts and you’ve speeded up your 
assembly as well as improved the finished 
appearance of your product. Millions of 
Weather-tight bolts have been used by 
railroads for box car sheathing, where 
interior finish must be smooth to avoid 
damage to lading. Heads of Weather-tight 
bolts draw down flush with wood surface, 
two concentric V-shaped ribs underneath 
head gently pressing (not tearing) wood 
fibers to permit tight seating of the head. 


Result is a smooth finished surface and a 
seal beneath the head which prevents 
moisture entering. Ribs strengthen the 
head which cannot “cup” or bend or 
break off. When you drive the Weather- 
tight bolt into wood, its tapered splined 
shank grips the side of the bored hole, 
offering six times as much gripping sur- 
face as an ordinary bolt. The splines 
anchor the bolt so it cannot turn when nut 
is applied. There is no tendency to split 
or splinter even when used near end of 
board. Ask for samples. Made in %&” to %” 
diameters, any length, in plain or plated 
steel, with large or small heads. They can 
also be made of brass or bronze on 
special order. 


THE LAMSON & SESSIONS COMPANY, 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


BOLTS AND NUTS + LAG SCREWS + WEATHER-TIGHT BOLTS + STOVE BOLTS + FURNITURE BOLTS 


LAMSON & SESSIONS 


Ask your Jobber for the Lamson Line 


SPECIALS * WASHERS + CHAIR AND LADDER RODS + COTTER PINS « STEP AND ELEVATOR BOLTS 
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he might handle for the temporary- 
housing program. This would en- 
able him to supply his regular cus- 
tomers up to four-fifths of the 
earlier amount. So much for the 
recommendations. 

It should be borne in mind that, 
at this writing, the new rules 
haven’t been clarified. The CPA 
has been asked for a policy deci- 
sion about special priorities assist- 
ance for the temporary housing 
program. What follows is appar- 
ently, but nof certainly, the line 
that is to be followed. 

It seems clear that the tempo- 
rary housing program is considered 
to be top in urgency and what- 
ever is necessary to promote it will 
be done. As we understand it, the 
program will not extend beyond the 
end of this year and there is some 
assurance that the special rules 
may be lifted by or before the first 
of September. This is based upon 
the belief that the college project 
is the critical one and that, when 
it is completed, the remainder of 
the program can be handled with- 
out arbitrary regulations. 


NEW RATINGS 
Combination of FPHA-HH 


is under_ consideration 


The government has some rather 
definite ideas about new ratings. 
One seems to be a combination of 
an FPHA eertificate and an HH 
rating that would be senior to an 
HH or a CC rating, standing alone. 
This would be used to procure wall- 
boards and cast iron soil pipe. Such 
an FPHA certified order would be 
extensible to producers and, at the 
producer level, would be superior to 
HH or CC ratings and would, of 
course, block some purchases of ma- 
terials for permanent housing for 
veterans. We’re told that whole- 
salers and dealers will fill these 
certified HH orders out of mate- 
rials received on the extension of 
these orders, not from stock nor 
from shipments received against 
unrated orders or orders bearing 
other ratings. This goes counter 
to the committee recommendations. 

There is proposed (heaven help 
us!) another rating. This is HHH 
to be used in getting other mate- 
rials under PR 33, needed by 
FPHA for this temporary housing 
program. This one would be sen- 
ior to all other HH and CC orders 
and would be issued only by the 
FPHA and it would require an ad- 
ditional direction to PR 33. 

With respect to the needed lum- 
ber, millwork and plywood, the pro- 
posal is that the Forest Products 
(Continued on Page 78) 
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A Name That 
Stands for Quality 
in Plywood 


Soundbilt, as the 
name implies, is a 
w e1l- manufactured, 
quality-produced ply- 
wood. It comes from 
fine, old-growth logs. 
It is made in a mod- 
ern plant. Soundbilt 
is a name you'll be 
hearing more about 
as things get back to 
normal—so that more 
Soundbilt can be 
made available. 
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Accuracy PAYS OFF! 


Expert anglers catch the big ones "right 
off the reel’ — because of their unerring 
skill in casting accurately. 

Accuracy pays dividends in the lumber 
business, too. The concentration yard man 
chooses as his best lure for customers 
smooth, double-end trimmed lumber—lum- 
ber that's easy to handle, that makes a 
better finished product — the kind that 
Corley Mills cut. 















Find out for yourself 
what many planing mill 
men already know—that 
Corley circular sawmills 
cut ACCURATE lumber— re 
in quantity. 


[CORLEY MILLS} 
oe cur 
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. BoB) cuartawogga 1, TENNESSEE 
N ‘Manufacturers: Circular Sawmills, Edgers, Trimmers; and Accessory Equipment 
‘Branches: Little Rock, Ark..e Portland, Ore. ¢ Seattle, Wash. 
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HERE’S better, faster 
MOISTURE TESTING 


PORTABLE 
EASY TO USE 
NO POINTS TO BREAK 
OR MAR. 


ACCURATE DOWN 
TO 0% 


VERSATILE 
MODELS... 


L-2, Flat Surface Type: for smooth surfoced materials. 

K-2, Irregular Surface Type: specially designed for rough or 
smooth materials of any contour. 

V-2, Thin Material Type: for thin, smooth surfaced, flat materials. 

Scientific calibration, based on standord method for your trade, supplied with 
each instrument. 

MANY APPLICATIONS — Moisture Register is based on principle of high frequency 
power absorption. All models have wide field of adaptability throughout all indus- 
tries — as to materials, methods of use and range of moisture content. Special 
calibrations for specific needs supplied at nominal cost. 

WRITE TODAY for complete informotion, specifying type of material and range of 


moisture content to be tested. 
MOISTURE REGISTER COMPANY 


DEPT. A, 133 NORTH GARFIELD AVE., ALHAMBRA, CALIF. 
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OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. R. F. Taylor Mr. H. M. Tripp 

No. 24 Welwyn Road P. 0. Box No. 85 

Great Neck, L. L., Crystal Lake, Ml. 
New York 


Member Western Pine Assn. 




















Putting Up a Front 
PPARENTLY we started an 
argument when we made com- 

ment, a few issues ago, concerning 
“glassless” show windows. 

By this time we have plenty of 
evidence to the effect that there 
are many men of many minds when 
it comes to putting up a front, mer- 
chandisingly speaking, and of 
course that is the way it should be, 
since there is no hard, fast rule 
that applies to all retail establish- 
ments. It depends on who and 
where. .. and several other factors. 

If you have been operating a lum- 
ber yard without show windows for 
low these many years, better think 
twice before you install a broad 
expanse of glass that requires daily 
attention and the services of an 
expert window trimmer. ..remem- 
bering that you can’t find a window 
cleaner and a window trimmer 
wrapped up in one person. Fur- 
thermore, it should not be forgot- 
ten that wishing the job onto an 
overworked handy man around the 
yard doesn’t produce results that 
are satisfactory to any of the many 
parties concerned. 

We're not “agin” modern show 
windows in lumber yards but are 
simply insisting that they should 
be treated with the kind of respect 
they deserve. Lacking that loving 
care and attention, they become li- 
abilities rather than assets. That’s 
one of our pet fetishes and, by 
gum, we'll stick to it! 

To their great surprise, many 

Washington planners have found 


that veterans’ homes cannot be 
built with “authorization” only. 


Buyers’ Strikes Next? 
HE CLINIC talked with a well- 
known lumber dealer a few 
days ago who said: 

“If our lumber inventory were 
ten times greater than the biggest 
stock we ever had, it still would be 
impossible to finish a single one of 
the veterans’ houses needed badly 
in this area. In addition to the 
dozen or more essential materials 
that are lacking, the really big bot- 
tleneck is labor’ of all kinds. While 
OPA prates about keeping prices 
down, increased labor costs are en: 
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couraged by governmental coddling 
and union feather-bedding which 
has become so notorious that home 
prospects by the score have given 
up all thoughts of building. They 
say, belligerently, they’ll live in 
tents before they’ll pay $12 to $15 
a day to workmen who are taught 
to goldbrick on the job rather than 
give an honest day’s work.” 


Watch factory-made building parts 
increase in size from now on. 


4 * 


"Handy" Man Houses 
HERE WAS PLENTY of food 
for thought, especially for la- 

bor leaders, in the June 8 issue of 
AMERICAN LUMBERMAN. The Clinic 
was impressed greatly with the ar- 
ticle which shows the remarkable 
progress being made in owner-built 
houses...a trend which is being 
accelerated greatly by labor short- 
ages and exorbitant labor costs. 
Factory-built panels (wall, floor, 
roof, partition, door, and window) 
already are on the market and will 
become available in increasingly 
larger quantities from now on. You 
simply lock or bolt the panels to- 
gether, by various efficient methods, 
to erect the shell of your home. 
With a handy man bossing the job, 
the house can be built strongly and 
economically with unskilled labor. 
Labor leaders in certain unionized 
areas have prevented their use 
within city limits only to accelerate 
the decentralizing movement al- 
ready under way. Home prospects 
simply moved farther out. 

Factory-built panels eventually 
will be stock in trade in all progres- 
sive lumber yards—panels will be 
bolted together on the building site 
to construct many types of struc- 
tures such as small homes, garages, 
lake cottages, farm units, and a 
surprisingly long list of other build- 
ings. 

It is entirely erroneous to assume 

that the construction of houses 


(and other buildings, too) cannot 
be further simplified. 


* % *% 


Every Man His Own Home Builder? 


E DO NOT wish to infer 
that every prospect will be 
able to build his own home. Far 
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be it from such! But we do insist 

that the age-old method of cutting- 

and-fitting - on - the-building-site is [ 
giving way to more efficient, and § 
less expensive, methods of construc- 7 
tion. In spite of the well-known re- § 
sistance to change on the part of J 





labor leaders, important progress is 7 
being made. ’ 
As a matter of fact, it is this © 
resistance to progress which pro- 
vides the great incentive that © 
speeds up change. As long as 
kitchens were left pretty much to 
a carpenter’s idea of what they 
should be, they were back-breaking, 
drudgery-producing, work-making 
affairs. Engineered kitchens are 
now factory made. The various & 
units fit into place without benefit © 
of a single carpenter’s tool. The & 
same evolutionary improvement is 
taking place in practically all parts 
of the home. Eventually the con- 
struction of a house will merely be 
an assembly job and that time is 7 
being speeded up by the very unions 
who believe their forte in life is to 7 
give less and less value for more 
and more money. 





“ 
w 





Better construction stimulates bet- 
ter merchandising. 






* * 





Merchandising Made Easier 


HAT HAVE the above-noted 
trends to do with merchan- 
dising? Answer: More than you 
think. You might call it mer- 
chandising made easier. The closer 
you come to selling the finished 
product, the more susceptible it be- 
comes to proved merchandising 
formula, and that is where the con- 7 
struction industry is headed today 
just as fast as the give-em-less-for- 4 
more unioneers can drive it. More | 
for your money via larger factory- ~ 
built parts. More to merchandise | 
by progressive merchants. = 
What part should the lumber 7 
dealer play? That, of course, de- | 
pends on the dealer. It’s an open |7 
field...so open in fact that it will 7 
most ‘certainly attract newcomers. i 
But smart dealers, with a head 
start, have everything in their fa- 
vor. 
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Ponderosa Pine 
Sugar Pine 


White Fir, Incense Cedar 





Lumber 
Mouldings 
Cut Stock 


Tarter, Webster & Johnson, Inc. 


No. 1 Montgomery St., San Francisco 





. P. 0. Box 1731, Stockton, Calif. 
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*\-SCine 
LOUVERS 


Sell At Least 2 on Every Job! 
<1] WHEN YOU INSULATE— 








eur Standard Louvers are 

good for the life of any stand- 
ard building. Can be installed 
from the inside. Made in 11 
sizes. 

All Arr-O-Line Louvers 

are designed and engi- 

neered right. 


Unobstructed air travel pro- 
vides maximum of ventilation. 
Louver boards are free from 
frame to allow for expansion. 














Materials are rustproof, acid resisting and corrosion proof. 
Face frame is Masonite Presdwood, no seams, spotwelds, 
rivets or screws. Well screened, Se 
dipped and sprayed, neutral me 
gray finish. 



















Special Louvers for 


NEW CONSTRUCTIONS> y 


Easy to Install — Nice Job 


No Exposed Nails 
1. Remove Louver 
2. Nail frame to Sheathing 
3. Replace Louver 
Write for Complete Details 


ARR-O-LINE, Manufacturers 


3060 Fourth Ave. So., Minneapolis 8, Minn. 





YOU:-MUST VENTILATE ° 





PREFABRICATED HOMES 
for Lumber Dealers 


Limited 
Current 
Supply 
—Expansion 
plaaned 
soon. 









SIZES: 3 to 6 ROOMS 


Construction: Floor, sides, gables and roof in 
panels. Exterior doors and windows factory assem- 
bled into panels. Ceiling and interior partition pre- 
cut for site assembly Interior doors and necessary 
closet doors included. Juterior lining and insulation 
supplied as extras if desired. 


Send for specifications and 
price list. 


United Housing Products Co., Inc. 


310-20 Richardson St., Brooklyn 22, N. Y. 




















‘TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 








Picnic Supplies 


For over-counter sales during the 
warm months, the Tara Manufac- 
turing company is producing a va- 
riety of items needed for picnics or 
cooking in the back yard. Shown 
here is the picnic broiler which can 
be erected in a matter of seconds 
and which folds compactly for 





ss S 
1 | 








carrying. The wire legs are just 
stuck in the ground. Light in 
weight it is made of No. 10 gauge 
bright basic wire with spot welded 
cross rods and leg braces. Other 
picnic accessories are long and 
short handled steak broilers, stain- 
less steel ladles, long handled bar- 
becue forks, and stainless steel fry- 
ing pans. For further information 
about these products write Tara 
Manufacturing company, 2520 S. 
Archer avenue, Chicago 8, IIl. 


New Products Booklet 


To keep the American business 
man posted on all innovations now 
being marketed by industry, a new 
32-page tabloid New Products and 
Services has just been published. 
More than 500 new products are 
described in this study. These 
range from warborn synthetic raw 
materials to the latest household 
gadget, with plastics heading the 
list. Copies may be had for fifty 
cents each from the New York 
Journal of Commerce, 63 Park Row, 
New York 15, N. Y. 


Plate Nose Hand Truck 


This new hand truck has a solid 
nose which enables it to handle 
cases, kegs and bags. It has an 
arc-welded, one piece frame and can 
move a 500 pound load. With a step 
climber feature, heavy loads can be 
safely and easily moved up and 
down steps and curbs. A new gen- 
eral pneumatic wheel has _ been 
adopted for use on this truck. All 
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parts of the wheel, including bolts, 
are plated to resist corrosion and 
rust. The length of the hub is 2 
inches and the complete weight of 
each wheel is five pounds. Provi- 
sion has been made for lubrication 
of the wheel. The Wheel-Ezy hand 
trucks have an overall height of 46 
inches, an overall width of 20 
inches. The length of the plate nose 
is 74% inches and the frame width 
is 14% inches. They are supplied 
with either solid or open nose, 
single or double handle. For com- 
plete information write the Rapids- 
Standard company, 108 Peoples Na- 
tional Bank building, Grand Rapids 
2, Mich. 


Aluminum Glass Cutter 


Red Devil tools announces a new, 
lightweight, ball handle, all alumi- 
num glass cutter, model G 1 for 
every type of glass. It is said to 
be absolutely impervious to rust. 
The cutting wheel of electrically 





hardened and Chapmanized alloy 
steel is honed to a feather touch 
cutting edge that gives cleaner cuts 
with minimum pressure. The cut- 
ters are packed one dozen to a con- 
tainer, with complete, simple in- 
structions for use right on the dis- 
play box. For further details 
write Red Devil Tools, Irvington, 
N. J. 


Paint Standard Recommendation 


Printed copies of Simplified 
Practice Recommendation R144-45, 
Paints, Varnishes and _ Related 
Products are now available. This 
revision supersedes the war emer- 
gency revision of 1943, and repre- 
sents an effort to adapt the recom- 
mendation to the postwar needs of 
consumers. In general it will in- 
crease the number of colors for 
some products, add small sizes and 
a 2-gallon container for certain 
items. Copies may be obtained 
from the Superintendent of Docu- 
ments, Government Printing Office, 
Washington 25, D. C. for 5 cents. 


GAWES MOS > UTERO RE 


Adjustable Storage Rack 

A new adjustable storage rack 
Saves space, simplifies stock han- 
dling and guards against damaging 
of materials by eliminating unnec- 
essary handling. It extends 5% 
inches from the wall and each of 
the brackets is said to support up 
to 300 pounds with complete safety. 
Storage troughs can be spaced at 





any desired height or width; 14 
can be placed on a single eight foot 
rack. Two sizes are available; a 
five foot rack equipped with five 
rows of brackets and an eight foot 
rack equipped with ten rows of 
brackets. Then installing, the up- 
right or standards are screwed on 
the wall. For further information, 
literature and prices write Loxit 
System, 1217 W. Washington boule- 
vard, Chicago 7. 


Smooth-On Cements 


For stopping leaks, filling holes 
in cement, filling in surface blem- 
ishes, tightening handles and 
cranks, Smooth-On cements are de- 
signed for use in home or shop. 
There is a different cement for each 
specific use; a quick hardening iron 
cement for making loose parts 
tight; an iron cement for making 
screw-threaded and other thin 
joints; an iron cement for filling 
blow holes, surface blemishes; an 
iron cement for making caulked 
bell-and-spigot joints; a dark gray, 
plastic iron putty for making water- 
tight joints; waterproofing and 
floor hardening iron cement; quick 
patch floor cement; aluminum and 
bronze cement for filling surface 
blemishes; and a light gray con- 
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H. V. SCOTT 


inn -2cott Lumber C. ompany 
LUMBER and LUMBER PRODUCTS 


General Office 


360 No. Michigan Ave. 


Chicago 1, Ill. 
RANdolph 4878 


j. P. RINN 


Yard and Warehouse 


2759 So. Kedzie Ave. 


Chicago 23, Ill. 
BIShop 4080 




















LANE 


Trade Mark Reg. U. 8. Pat. Off. 


-THURSTON-FLAVELLE 
PORT Sage C. CANADA 








SAW MILLS 


Fast, accurate saw- 


Sturdy and dependable. 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 





Various sizes and dogs to meet your needs. 


~ Ma nufacturers of » 


years’ experience in building Saw 
* Mills and woodworking machinery. 


LANE MANUFACTURING CO.3 | 


MONTPELIER, VT. | 


‘Red! Cedar . foniher 
~~ and Shingles 





Shevlin Pine Sales Company 








DISTRIBUTORS OF 





SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


“Member of the Western Pine Associa- 
tion, Portland, Oregon. 











CB ce Poa Weodreh 


1604 Graybar Bldg. 
Mohawk 4-9117 


SHEVLIN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 
DISTRICT SALES OFFICES: 


NEW YORK CHICAGO 





SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 











1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 


SAN FRANCISCO 
Exbrook 7041 


1030 Monadnock Bidg. 
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Western Wholesalers 
Have Trouble Fitting 
Supply to Demand 


Your Western Wholesalers would 
welcome the opportunity to again 
serve all comers—promplly, effi- 
ciently—as in years past. 


The problem—in recent weeks has 
not been one of supply alone — 
but big demand, as well. Actually 
‘ecent Western lumber produc- 
ion has been relatively fair—but 
with demand so far above normal 
ihe problem of fitting supply to 
demand continues. 


Depend on it — your Western 
Wholesalers are keeping a close 
watch on operating developments 
—and will again welcome the op- 
portunity to perform for you as 
soon as supply conditions will 
permit. 





MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 





CARL SODERBERG) =p, S47 
LUMBER COMPANY ‘Vile,’ o-> 
Manufacturers and Wholesalers Weshinn een 





Morrill & Sturgeon 
Lumber Co. panei 
Yeon Bldg., Portland, Ore. 


WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 












564 Market St., Sen Franches 4, Cal. 
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crete floor paint. Dealers inter- 
ested in carrying this line for over- 
counter sales should write Smooth- 
On Manufacturing company, 568 
Communipaw avenue, Jersey City 4. 








When writing for new literature 
or further details about products 
described here, please mention 
AMERICAN LUMBERMAN as the 
source of your information. 








New Sheathing 


Announcement of a new sheath- 
ing with a newly developed as- 
phalted-gypsum, weatherproof core 
has been made by the U. 8S. Gypsum 
company. This new sheathing is 
said to have been fully tested by 
the company’s research laborator- 
ies. Edges are tongue-and-grooved 
for wind-tight fit and strength. 
Only four nails per stud are needed 
under wood siding or stucco. It can 
be cut and fitted right to the studs. 
It is said to be fireproof. For fur- 
ther 
Gypsum company, 200 W. Adams, 
Chicago. 


Revised Standards List 


A revised list of standards ap- 
proved to date has been published 
by the American Standards asso- 
ciation. Those listed in the book 
include definitions of technical 
terms, specifications for materials, 
dimensions, safety provisions for 
the use of machinery, methods of 
work and methods of test for the 
finished product. Copies are avail- 
able free of charge from the 
American Standards association, 70 
E. 45th street, New York 17, N. Y. 


DDT Snap-On Shade 


Porches and gardens can_ be 
kept free of bugs through the use 
of a DDT snap-on shade. The 
shade is simply slipped over any or- 
dinary light bulb. The light draws 
the insects; they touch the DDT 
and fly away to die. The shade is 
also useful around farms in dairy 
barns, and other farm uses for pro- 
tecting animals from insects. This 
over-counter selling item is said to 
last a full season outside and longer 
inside. For further information 
write DDT Lite Inc., Los Angeles 5, 
Calif. 


information write to U. S.. 


Fire Resistance of Insulation 

Facts About Fire-Resistance of 
Home Insulation is a treatment of 
the subject in a_ semi-technical 
manner for builders, contractors 
and applicators of home insulation. 
It gives the practical aspects of 
fire resistance of building mate- 
rials; why thermal insulation must 
not develop a fire hazard; standard 
tests for fire resistance of insula- 
tion, etc. To receive this booklet 
write Kimberly-Clark corporation, 
Neenah, Wis. 


Drill Press Planer 


Easily fitted to any drill press 
in 30 seconds, the new Safe-T- 
Plane, will plane, rout, panel, bead 
or rabbet to any depth in wood- 
working materials. It is said posi- 
tive cutting action of the high 
speed steel shear-type blade elimin- 


ates scraping or tearing in hard, 
medium or soft woods, irrespective 
of grain position. A special cutter 


is available for making square- 
shouldered cuts, another for efficient 
work in non-ferrous metals and 
many plastic products. The highly 
polished guard directs flying chips 
downward. For more complete in- 
formation write A. D. McBurney, 
939 W. 6th Street, Los Angeles, 
Calif. 


Aluminum Building Material 


Reynalite, a lightweight, high- 
strength aluminum building mate- 
rial has been announced. It com- 
bines two sheets of aluminum, 
bonded with a plastic adhesive to 
a cellulosic core to form a panel 
which is said to possess permanent 
rigidity, thwart harmful elements, 
is easily worked and is adaptable 
to building construction and related 
fields. It is said to be impervious 
to moisture and to temperature 
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THE BEST OF THE FOREST 


Your requirements are our problems. If you do not receive 


phone us today. You’ve got our number! CHESAPEAKE 2786, 


“Lock, Stock and Barrel”—our weekly inventory —write or 

















STOP End Checking!!! 


No. 464-A Lumber sealing compound is a specially 
developed “end coating” that produces amazing 
results. 


Not a “lead and oil” paint but a new product de- 
signed to do a particular job. 


Can be applied with spray gun designed for heavy 
bodied materials or by brush. Color is black. 


Any mill, lumber dealer or manufacturer who stores 
lumber can effect very substantial savings. 


Reports have been received that use of the com- 
pound has resulted in savings amounting to thou- 
sands of dollars worth of lumber previously lost due 
to “end checking.” 


No. 464-A Lumber sealing compound is reasonably 
priced as follows: 


$1.50 PER GALLON IN 55 GALLON NON-RE- 
TURNABLE DRUMS 


$1.60 PER GALLON IN 5 GALLON CONTAINERS 
F.O.B. AKRON, OHIO 


The Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 























This Booklet 


GOES 
TO BAT 


for home-building 
with WOOD 


This booklet gives nine good reasons for home- 
building with wood and a clinching argument for 
using the versatile, workable, durable, beautiful 
Western Pines. It's a booklet your home building 
prospects should read now. YOU CAN HAVE A 
COPY FREE. Order today, specify Booklet No. M-30. 


WESTERN PINE ASSOCIATION 


Dept. D-7« Yeon Building « Portland 4, Oregon 


*Idaho White Pine *Ponderosa Pine 


*Sugar Pine 


*THESE ARE THE WESTERN PINES 











ENTERPRISE SAWMILL MACHINERY 


Meets the demands of experienced operators for 
efficient, accurate production at low cost. .Solve 
your increased output requirements with an Enter- 
prise. Send details of your set-up for our recom- 
mendations and prices. 





Quality—built to tried and proven prin- 
ciples of design and construction for 
profitable operation. 








THE ENTERPRISE CO., 328. Main 


St eee 








n St., COLUMBIANA, OHIO 
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SUPER 


Z 


had hh hha A. ZL Sk bALSAM 


NATIONALLY ADVERTISED 
AROMATIC RED CEDAR 


CLOSET LINING LUMBER 


Packaged and Sealed 


GUARANTEED 
90% Red Heart 
or Better 








Currently pro- 
duction problems 
prevent our immediate 
return to full scale operations 
but we can see an improvement in 
the near future—and we hope soon for 
a quick return to our prewar service on 
all shipments. 





PRODUCT OF 


Geo. C. BROWN & Co. 


GREENSBORO, NORTH CAROLINA 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 








Another yee | Feature 


“FLEXI-GRIP” CATCH 


No. £9700 (PATENT No. 2,376,325) 











Door closing — 


Flexicoil spring 
() compresse 











Spring tension 
holds door 
securely closed. 





Exclusive “floating fingers” with 
Lifetime conical spring action pro- 
vides velvet-smooth closing of 
door, yet holds door securely in 
closed position. Markers on strike 
assure easy and accurate installa- 
tion. Elongated screw holes pro- 
vide perfect adjustment. 


ASK YOUR JOBBER 











asl 


va - er! 


T. M. REG. U. S.-CANADA 











AMERICAN CABINET HARDWARE 


CORPORATION 











ROCKFORD, ILLINOIS 

















changes. A wood veneer surface 
can be bonded to either of the 
metal surfaces or both. It can be 
fastened with usual type nails or 
screws and is worked with ordinary 
carpenter tools. It can be cut equal- 
ly well on wood-working or metal- 
working equipment. For further 
information write Reynolds Metals 
company, 2500 S. 3rd street, Louis- 
ville 1, Ky. 


New Transporter Models 

New improved models of the 
Transporter, an electric propelled 
hand truck, have been announced. 
A new hydraulic lift pump which 
reduces the time necessary to get 
a load into moving position and a 
redesigned brake said to be four 





to five times as powerful as that on 
the old model are new features. 
Structural changes constitute a 
complete redesign of the driving 
unit. It is made in four models: 
4,000 and 6,000 pound capacity 
platform types for skid platforms; 
4,000 pound capacity fork type for 
pallet loads; and a special 3,000 
pound capacity fork model for tin 
plate. For more complete details 
write Automatic Transportation 
company, 149 W. 87th street, Chi- 
cago 20, Ill. 


Casement Window Operators 
A new eight-page catalog has 
just been issued on casement win- 
dow operators and accessory hard- 
ware by H. S. Getty company, cov- 
ering the entire line of internal and 
external operators for both metal 
and wood casement sash. Clear-cut 
installation drawings, available 
finishes, and dimensions are de- 
tailed for easy reference. Also in- 
cluded is a complete description of 
the new No. 4700 operator for wood 
casement windows; a reversible op- 
erator which can be used for either 
right or left hand casements. 
Copies may be obtained by writing 
H. S. Getty & company, 3236 N. 
Tenth street, Philadelphia 40, Pa. 
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Wire Rope Vise 

A new vise which forms a loop 
in wire rope by simply turning one 
hex nut with an ordinary wrench 
is now in production. The vise 


automatically compensates for rope 
sizes within its designed range and 
holds the loop firmly through the 





Cabl-Vise is equipped with a swivel 
base that accommodates the vise in 
either vertical or horizontal posi- 
tion and rotates through 360 de- 
grees, clamping firmly in any de- 
sired direction. For a_ circular 
describing Cabl-Vise in detail write 
Nunn Manufacturing company, 
Evanston, IIl. 


Ventair Tilting Window 

Sticking and binding, difficulty 
of cleaning outside surfaces, drafty 
ventilation and complicated work- 
ing parts are said to be eliminated 
in the new Ventair window. It 
can be tipped to a ventilating posi- 
tion—each sash tilts inward a few 
inches to circulate fresh air upward 
toward the ceiling without draft 
and is rainproof. For full ventila- 


tion or cleaning, each sash can be 
instantly removed and just as easily 


replaced. Deep-seal weatherstrip- 
ping is said to offer complete pro- 
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tection against weather and the 
window takes standard screens and 
storm sash. And when they are 
closed they are locked. For fur- 
ther details write Hayman Win- 
dow company, Denver, Colo. 


Fan for Thin-Wall Kitchens 


Modern homes with thin-wall 
construction can now have electric 
ventilation. The Ilgvent is now 
available with a 3% inch sleeve for 
mounting in thin walls. It is also 
suitable for installation in a steel 
sash or other small panel window, 
with unit replacing one pane of 
glass. The fan unit is mounted in 
a steel panel with sleeve which ex- 
tends through the wall. Electrical 


connection can be made from a cir- 
cuit in the wall or with an exten- 
sion cord to nearby electrical out- 
let. It will provide a two-minute 


FT 





air change in kitchens up to 700 
cubic feet in area. Complete de- 
tails of this new fan are contained 
in Bulletin A-1041, available from 
lly Electric Ventilating company, 
Chicago, Ill. 


Waterproofing Specifications 


Just off the press is Book “A”, 
a new specification book of Truscon 
waterproofings, dampproofings and 
concrete specialties. Divided into 
three sections, there is a section on 
waterproofings, including integral 
waterproofing and iron waterproof- 
ing; dampproofing, including clear 
dampproofing and bitumious damp- 
proofings; and miscellaneous sec- 
tion, consisting of transparent mem- 
brane method for curing concrete, 
paint for damp walls and shrink 
vroof mortar. The book has both 
complete and short specifications, 
Jlustrations and description of 
products. Copies may be had from 
‘ruscon Laboratories, in Detroit, 
Soston, New York, Atlanta, Toledo, 
Chicago, Milwaukee, Houston, Min- 
neapolis, Los Angeles and Toronto, 
Canada. 


LUMBER and PILING 
for S57 Yeare 


Car and Cargo -- Wholesale Only 


ALL TYPES -- ALL GRADES 
Western Pines and West Coast Lumber 







Large and Long Timbers -- Fir Piling up to 150 Feet 


AT EE 


PATRIC 


Terminal Sales Building, Portland, Oregon 








SILVER LAKE SASH CORD 


DEPENDABLE QUALITY e 


—— TEE EEE 4 SILVER LAKE ae a 
RIDER: . 4 2 SOUS BRAIDED ‘ : ‘ ee 
- EERE ; . SASHCORD .° 


LOWER PRICED GRADES: EDDYSTONE-PELHAM-NUCORD - BENGAL 


SILVER LAKE CO. 


MILLS-CHATTAHOOCHEE, GA. SALES--99 CHAUNCY ST., BOSTON 
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(SKILSANDERS 
| MAKE YOUR RENTAL BUSINESS 
more PROFITABLE! 











Automatic lift on Drum Type 
SKILSANDER raises and lowers sand- 
ing drum at wall... just one of a 
host of exclusive features that makes 
SKILSANDER easier for anybody to 
use. Mechanical improvements 
assure longer life .. . more money- 
making hours out on rental. 


EDGER TYPE 


Twin motors...one for the sanding 
disc, one for the vacuum system ... pro- 
vide top efficiency under heaviest load. 
Edger Type SKILSANDER, like the Drum 
Type, carries complete customer instruc- 
tions on a permanently attached plate. 
SKILSAW, INC., 5033-43 Elston Avenue 


Chicago 30, Ill. 
Factory Branches in All Principal Cities 


MADE BY THE MAKERS OF SKILTOOLS 
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We LUMBER that is “engineered” for 
greater beruty, size, strength, 
lightness, weather-and-wear resis- 
tance characteristics. 


Al 


| 


FROM THE FORESTS OF THE WORLD - Fir, Pine, 
Gum, Birch and Figured Woods. Waterproof and technical 
plywood a specialty. Write for” Teleply Ticker” Warehouse Stock List today. 


AETNA PLYWOOD & VENEER, 1732 ELSTON AVE. @ CHICAGO 22, ILL 





From 
Soft Textured 
Klamath Basin 
Timber 


IVORY PINE 


All that the name implies 


Quality lumber from moder mill 
and kilns. Manned by an effi- 
cient organization—small enough 
to give your orders INDIVIDUAL 
attention—large enough to serve 
ALL your needs. Member West- 
ern Pine Association. 





RUSSELL & PUGH LUMBER CO. 


an SPRINGSTON, IDAHO 


Idaho White Pine Ponderosa Pine 
Douglas Fir White Fir Cedar 











BLiRAS he 
we Beg fas 


Piling 
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Poles 


shipped 
anywhere 
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Goodwin 
Johnson Ltd. 


VANCOUVER, B. C. 
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PLANER AND 
JOINTER KNIVES 


— — — alse high speed knives and 
molding cutters for the woodwork- 


ing industry. Western Agents: 


TAYLOR-STILES & CO, | tail & Brow 
RIEGELSVILLE, NEW JERSEY W. W. Machine Co. 


St. Louls, Mo. 








KNIGHT 


Single, Duplex and Quarter DOGS 
Saw Mills, Set Works, Edgers 


Manufactured by 


THE KENT MACHINE CO. 


Ss 117 Portage St. Cuyahoga Falls, Ohlo 

















ber shipment. Adjustable to fit 
openings 5 to 6 ft. wide: double 


Can be furnished with wood or steel 
beam. ‘“American’’ Logging Tools 
extension roller for door 5 to 8 and Appliances best on the market. 
ft. wide. Write for catalog and information. 


AMERICAN LOGGING TOOL CO., Evart, Mich. 


BOOKS THAT WILL INCREASE YOUR PROFITS 


AMERICAN LUMBERMAN can fill your needs for practically 
any book on any subject pertaining to Mill Work—Calculat- 
ing footage & prices—Wood Identification—Estimating—Con- 
struction, Etc. 

WRITE FOR COMPLETE CATALOG 


AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 











SPECIALIZING 


in protection for the Lumber Industry 


* * 


Substantial dividend savings have been re- 
turned to policyholders each year. 


Lumbermens 


MUTUAL CASUALTY COMPANY 


James S. Kemper, Chairman 
Mutual Insurance Building 


Chicago 40 U. S. A. 
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American Car Door Roller | 


EVERY YARD SHOULD HAVE ONE = Lp 
Best and cheapest helper for 

loading and unloading lumber. # 
Often pays for itself in one lum- ee 15-e 
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“MARKET ANALYSIS 


Industry Is Waiting to See What Happens 
To Production and Prices Now OPA Is Out 


As this issue goes to press, an air of hesitancy 
hangs over the market. The industry is waiting to 
see what effect the abolition of price control will have 
on production and distribution. 

These reports from correspondents in the field ar- 
rived just before the President’s veto of the extension 
bill and the House vote upholding him. 

From Kansas City: “The big mills are working only 
a few days a week, preferring to mark time pending 
the outcome of OPA.” 

From Tacoma, Wash.: “Most operators feel that if 

OPA ceilings are suspended, the Washington state 
| land department will move immediately to place sev- 
> eral blocks of state-owned timber land on the market 
© for public bidding.” 

' These reports indicated a general trend of wait and 
s see, 

Reports from the northwest indicated the brightest 
production outlook in many months. The West Coast 
' Lumbermen’s association announced a cut of 86 mil- 
© lion feet, the largest volume in many months. 


ES FAVORABLE CONDITIONS 
'" A number of favorable conditions, aside from in- 
‘ creased ceilings, are helping improve _ production. 
ey Settlement of the British Columbia loggers’ strike is 
© one factor. The 37-day walkout affecting 35,000 log- 
) gers and mill workers was settled on the basis of a 
> 15-cents-per-hour increase, a 44-hour week and union 
©» checkoff privileges. 
Strikes should not be much of a factor in hurting 
© production for many months, since most strikes or 
threats of strikes have already occurred. 
» June weather in the northwest was exceptionally 
| favorable for production. Heavy rains were conven- 
iently spaced to reduce the forest fire menace. 
OUTPUT IMPROVING 
Figures cited by the Civilian Production Adminis- 
tration showed lumber production improving through- 
out the country. Nevertheless, even if production can 
be maintained at the April level of 2,889,982,000 feet 
for the balance of 1946, it will fall short of the veter- 
ans’ housing program requirements of 37 billion feet 
by about five billion feet. 
\pril production, according to CPA reports, was 
12.2. percent over March and 14.2 percent above April, 
1945. 
otal April production in the Eastern states 
amounted to 1,860,171,000 feet, an increase of 9.1 per- 
cent over March. Western states production for April 
» tocaled 1,029,811,000 feet, an increase of 18.3 percent 
over March, but a decrease of 4.7 percent under April, 
1945, 
The only section of the country registering de- 
creased production was the South Central states where 
- the cut of 99,390,000 feet was 1.9 percent under March. 
F . FEDERAL RESERVE STATEMENT 
> A statement from the Federal Reserve Bank, Kan- 
» Sas City, reported that in May 131 line yards in the 
Southwest increased their sales of lumber by 37 per- 
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OREGON LUMBER 
COMPANY 


Baker, Oregon 





Producers and Manufacturers 


Famous "John Day" 
Ponderosa Pine 


Since 1889 


Now under a sustained yield plan. 
New trees are growing as fast as we 
harvest the mature ones — insuring 


continuous operation for the future. 














FREE .ofi 
FOR DEALERS 





MONEY-BACK 
GUARANTEE 


Qualified dealers can make their stores 
Celadri Waterproofings Headquarters by 
acting quickly. Celadri is an absolutely 
reliable waterproofing for all porous ma- 
sonry surfaces cleansed free of grease, oil 







paints, tar or other wax-like substances. Opportunity 
Comes in gallon and 5-gallon containers. : 

. You can build 
White and 6 colors. Decorates and wa- a _ permanent, 
terproofs in one simple operation. Dries profitable bast. 
to smooth, rock-like consistency. Com- ness with the 

time-tested 
pletely odorless. Easy to apply. Eco- Celadri line — 


Celadri Water- 
roof Paint, 
ransparent 

Waterproofing, 

Cement Paint, 

Cement Hard- 

ener. 


nomical. Money-back guarantee for 48 
specific uses—every one a profit-making 
sales opportunity for you. 


Send today our FREE folder, “The Story 
of Celadri.” 


CELADRI CORPORATION 


652 Willis Ave., Williston Park, N. Y. 
The name Celadri is Reg. U. S. Pat. Off. 


CELADRI 


THE GUARANTEED 
WATERPROOF PAINT 
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CEILING PRICES 






Saves time! 
Easy to use! 
Kept up to date! 


BIDDLE 


Price Ceilings & Regulations 
Maximum Prices 


Lumber — Plywood — Millwork — Building 
Materials as established by OPA 





quick reference to ascertain 
Indispensable to all lumber ceilings delivered to ali Im- 
buyers, salesmen, estimators, portant Rail centers. — up 
accounting departments. Prices to date with new sheets 


issued as need arises. 
xtended to show delivered @O Per 
oximum prices, affording a $10. Order 


Compiled by 


BIDDLE PURCHASING COMPANY 
280 Broadway New York 7, N. Y. 


Worth its weight in gold. 


all grades, sizes, species as 
fixed by OPA. Major lines are 
uarter 
ours Now 






Meridian, Seattle, Chicago. Pittsburgh. Baltimore. San Francisco 











Logged in 1936-1937 


HARDWOODS @ WHITE PINE @ HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 
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LUMBER MARKET 





cent over a year ago; the five-month gain was 67 per- 
cent. However, the bank reported that wholesale lum- 
ber sales in May were down 47 percent under last 
year’s figure; the five-month decline was 44 percent. 

Exports for the month of May, as reported by the 
Pacific Lumber Inspection Bureau, Inc., totaled 86,- 
191,175 feet of which more than 50 million feet origi- 
nated in British Columbia. Even so, our lumber im- 
ports are double our exports, the National Housing 
Agency reports. 

The July 4th holiday is expected to cut this month’s 
production, the large mills closing early in the week 
for an eight-day production loss. 


Current Statistics on 
Output and Distribution 


Lumber shipments of 411 mills reporting to the 
National Lumber Trade Barometer were 10 percent 
below production for the week ending June 15, 1946. 
In the same week new orders of these mills were 16.8 
percent below production. Unfilled order files of the 
reporting mills amounted to 83 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 29 days’ production at the current rate and 
gross stocks are equivalent to 33 days’ production. For 
the year-to-date, shipments of reporting identical mills 
exceeded production by 5.3 percent; orders by 3.9 
percent. Compared to the average corresponding 
week of 1935-1939, production of reporting mills was 
16.4 percent above; shipments were 12.5 percent 
above; orders were 4.9 percent above. 


Southern Pine 

Production of Southern Pine by the 112 mills re- 
porting to the Southern Pine association for the week 
ending June 22, 1946 totaled 14,577,000 feet. This 
was 18.11 percent below the three-year average for 
the same mills. Shipments for the week ending June 
22 totaled 14,439,000 feet or 0.95 below production for 
the week. Orders placed during the week totaled 
9,980,000 feet or 31.54 percent below production for 
the week. 


Western Pine 

Ninety-eight mills reporting to the Western Pine 
association for the week ending June 22, 1946 cut 
74,205,000 feet. The same week a year ago the cut 
was 76,692,000 feet. Shipments were 62,332,000 feet 
or 16.0 below production. Unfilled orders on hand 
June 22 totaled 258,261,000 feet and gross stocks stood 
at 565,416,000 feet. 


In the Market Centers 

TACOMA—Logs still scarce. Spokesmen for ply- 
wood industry say they are ready to go on three-shift, 
six-day week basis if Federal authorities make essen- 
tial timber available. The government, say the manu- 
facturers, controls 65 percent of the merchantable 
timber in Oregon and Washington. 

SEATTLE—Price increases expected to swing pro- 
duction to 1 and 2-inch stuff. Concrete blocks are in 
common use as a substitute for lumber here. Demand 
tremendous. Wholesale and retail yards almost bare. 

MINNEAPOLIS—Contractors receiving an_ in- 
creased amount of lumber, most of it in a direct mill- 
to-contractor deal. Upsurge in home building. Di- 
mension material increasing, permitting the erection 
of framework. Sheathing slower, many “skeletons” 
noticeable around the city. 
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THE Sewell LINES 


POSITIVE IN ACTION 

NEWELL DOOR CLOSERS - - 8° 'csenickted Sas 
4 ie 
No 006-A ZEPHYR i No 008 AIR-FLO 


EASY TO INSTALL 
For a low-priced closer, Ideal for combination 
the 006-A has all the screen and storm doors 
features of higher-priced and light inside doors. 
closers. A really proved Each one in individual 


fast seller carton. 
DOOR STOP 


TWO _ SELLERS . E-ZE LATCH 


No. 00! Door Stop prevents damage 

when doors are forced open beyond 

normal Finish is bright cadmium 
No. 010 E-ZE Latch renders periect 
performance when used with a 
door closer Full instructions, with 
template, in each box 


No 014 OIL-FLO 


This latest addition to the 
Newell line operates in an 
oil bath. Smoothest oper- 
ating closer yet presented. 





No. 001 DOOR STOP _ 010 E- 2E LATCH 


~ Newent Manuracturine Company + Lowel, Michigan aces 











FOR SALE 


Ponderosa Pine 


Wholesale Ceiling Prices. Car Lots--Direct Shipment. 


In exchange for any of the following woods: 


Maple, Birch, Oak, Beech, Ash, Gum, Walnut, 
Poplar, Magnolia, Pecan, Hickory, or what 
have you. 


To be bought on same basis. 


Penberthy Lumber Co. 


5800 S. Boyle Ave. Los Angeles 11, Calif. 


























SPOT CORD 


REG- U.S. PAT. OFF. 





— 
"56.0.5 B87. OFM, 


— the most durable material for hanging windows 


SAMSON CORDAGE WORKS 
BOSTON 10, MASS. 




















JUST RECEIVED 


“Baughmans Buyer & Seller” 
Desk Size Edition 


AMERICAN LUMBERMAN is pleased to an- 
nounce that additional copies of the DESK SIZE- 
$4.00 edition of Baughmans Buyer & Seller have 
been received and we can again fill orders for 
this popular book for calculating lumber footage 
and prices. 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Illinois 
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Make Waterproofing Profits 


with, TIME-TESTED Ranetite 


Every brick, stone or stucco wall is more or less 
mason finished wall porous and should be sealed against driving 
above grade is easily rains and penetrating dampness and moisture 


a — a with 
rton $4.50 per gal., Ranetite No. V 
Transparent Waterproofing 


carton ; $4.50 per gal., 
6 in carton; 5-gal. 
cans $4.50 per gal. 

Act today to make your store headquarters for 

Ranetite 32-year tested waterproofing com- 
pounds for stopping leaks and _ preventing 
dampness in homes, stores, office buildings, 
apartments, schools, churches, factories. One 
out of every 3 buildings a prospect. Write 
today for Ranetite leaflets and attractive dealer 
discounts. 





“on anetite No. 

Transparent Water. 
proofing for outside 
of any virgin surface 

















RANETITE MANUFACTURING CO. 


1917 S. BROADWAY ST LOUIS 4, MO. 





J. W. Wells Lumber Co. 


Montgomery I, Alabama 


fe 


Manufacturers 


Southern Hardwoods and Pine 











Old Growth DOUGLAS FIR 





Oregon-American Lumber Corp. 
VERNONIA, OREGON 








Right | out of This Big 


FARM BOOK 






Are Easy to Sell 


Record wartime farm production makes 
additional farm buildings essential. Right 
now, farmers are excellent prospects for 
granaries and other farm buildings. Dierks’ 
big 68-page book, *tModern Farm Build- 
ings,’”’ contains 41 plans, ready to sell. Mail 
the coupon today for your sample copy. 


Lumber & Coal Company 
Dierks Building Kansas City, Mo. 


lenclose 10c for my sample copy of “Modern Farm Buildings.” 








tt scccvncnesscinisiitenibidineenincseuca ae | 
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VENEER PLANT 
EQUIPMENT 


Automatic Hot Press Chargers 
Mechanical Hot Press Chargers 
Hot Press Feed Elevators 
Dryer Feed Elevators 

Elevating Tables 

Continuous Core Machines 


Saw Mill Equipment 


Planer Feed Elevators 

Dry Kiln Car Loaders 

Dry Kiln Car Unloaders 
Automatic Lumber Stackers 


Hydraulic and Electric Elevating 
Tables 


Electric Lumber Transfers 





We Specialize in Designing Saw 
Mill and Veneer Plant Material 
Handling Equipment 


WHAT ARE YOUR PROBLEMS? 


AMERICAN 


| MANUFACTURING CO., INC. | 
| 2119 Pacific Ave., Tacoma 2, Wash. | 




















(MERE'S WHAT \ 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
blaster. This plastic 
repair material comes 
in powder form... just 
mix with water and 
use. Will not shrink. 
Sticks and stays put. 
A 


WILL NOT SHRINK) 
STICKS AND STAYS ify 
a 
| 


Your jobber 
can give im- 
mediate deliv- 
ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-lb. cans 
or four 4-lb. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industrial users. 





















DURHAM 
COMPANY 


in POWDER Form 





SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS i | R FACTORY 
YARD STOCK CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 


Established 1912 








A Good Executive 


systematizes his managerial 
details, This MANAGERIAL 
FILE is designed as a d 

side unit to keep management 
matters in apple pie order for 
instant reference, saving your 
time and 
working 
locked for privacy. 
FREE Circular. 


Northwest Metal Prods. Co. 
1337 E. Mason, Green Bay, Wis. 
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W. E. Difford Retires from 
Douglas Fir Plywood Assn. 

W. E. Difford retired as manag- 
ing director of Douglas Fir Ply- 
wood association July 1, as an- 
nounced by E. W. Daniels, presi- 
dent, Harbor Plywood corporation, 


W. E. Difford 


and chairman of the industry man- 
agement committee. 

At the same time, the manage- 
ment committee named Harrison 
Clark, Tacoma, assistant to Dif- 
ford, as acting managing director 
under the direct and immediate 
supervision of the managing com- 
mittee pending selection of a man- 
aging director by the members of 
the industry. 

Signal honor was paid to Dif- 
ford’s effective sales promotion 
methods in 1940 when the Amer- 
ican Trade association Executives 
award was presented to Douglas 
Fir Plywood association for ‘‘out- 
standing service to its industry.” 
The group won the recognition in 
competition with 7,500 other indus- 
try trade associations. 

Crux of Difford’s plywood pro- 
motion was the enlisting of all 
panel distributors, lumber dealers 
and building materials specifiers as 
salesmen for the product. 

His immediate objective upon 
becoming steward of the associa- 
tion was the creation of an all-year 
demand for plywood. A “full or- 
der file’’ was realized early in 1939, 
with production already increased 
50 percent. 

Mr. Difford has not announced 
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his future business plans, but he 
and his family, now residing at Ta- 9 
coma, will remain in the Pacitic | 
Northwest. 


J. Strahan Joins Asphalt 
Roofing Industry Bureau 

The Asphalt Roofing Industry 
bureau has appointed James L, 
Strahan as technical director of its J 
expanding program of improving 
selection and application of asphalt 
shingles and other types of asphalt 
roofing materials. 

Formerly assistant professor of 
agricultural engineering at Cornell 
university and the Massachusetts [| 
Agricultural college, he is a mem- 
ber of the American Society of Ag- — 
ricultural Engineers, the Farm — 
Structures Institute, and the Board [7 
of Governors of the Better Farm | 
Buildings association. 





Celotex Corporation Lists 
Four New Personnel Changes 
Celotex corporation announces 
the following personnel changes in 
the company’s sales division: 
E. C. Rautenberg, former man- 
ager of the company’s branch of: | 





tae SETS 8b thie" 


E. C. Rautenberg 


fice in Chicago, has been appointed 
assistant general sales manager 
with headquarters in the Chicao 
general office. 

Mr. Rautenberg is succeeded by 
E. E. Dierking who was manager § 
of the Cleveland branch office. 

Following his release from the 
Army, George J. Dinges has re 
sumed his position as manager of 
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For Sale-- 


200,000,000 Ft. 
Mixed 


Redwood & Fir 
Timber 


Located in Northern Calif- 
ornia. Near rail and water 
transportation. Mill site 
available. 


For full details write at once to 
Box A-53, American Lumberman 




















Gillies Bros. & Co. Ltd. 


, BRAESIDE, ONTARIO, CANADA 
ant WHITE PINE nal 
Air-Seasoned ® Water-Cured 


For 104 years, 1842-1946. Capacity 30 million ft. 
annually, 
Members N. W. L. D. Assn. 
DRY STOCK—ROUGH or DRESSED. Prompt Shipment 





PAUL B. BERRY 
Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 or more cars 4/4" & thicker, but 
mostly 4/4’’ Pine, Maple, Birch, Beech, 
Poplar, Gum, Willow, Oak. Magnolia, 
etc. Prefer upper grades but can use 
crating, etc., grades also. ED or AD, 
Rough or surfaced. Can use RW&4L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 














~ Toxic-Water Repellent 
Preservatives 


} 

| Chlorinated Phenol Toxic Base. 

| Positive protection against Rot, Fungi, - 
] Termites, Excess Moisture, etc. 

? Formulations to meet all official specifica- 
5 ions 

A profitable retail item for Lumber Yards. 




















Write for technical data, tests, samples, etc. 


CRE-0-TOX CHEMICAL CO. 














ager of 


MEMPHIS, TENN. 









BERMAN 
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the Atlanta branch. Allen Cassin, 
who succeeded Mr. Dinges at At- 
lanta during the time he was in 
service, becomes manager of the 
Cleveland branch. 


H. L. Coons Heads Keystone 
Steel and Wire Advertising 

Harold L. Coons has been ap- 
pointed advertising manager of 
Keystone Steel and Wire company, 
Peoria, Ill., succeeding O. A. Brock, 
who retired on July 1, after 35 
years in that position. 

Mr. Coons has been with the 
company in the capacity of assist- 
ant advertising manager since 
1939. 


Mrs. Samuel A. Wells, 
Lumberman's Wife, Dies 

Mrs. Samuel A. Wells, wife of 
the vice president and general man- 
ager of the J. W. Wells Lumber 
company, Menominee, Mich., died 
June 3. 

She and her husband were sail- 
ing on the Illinois river, near Mor- 
ris, Ill., when she was overcome by 
gas fumes in the cabin of the Wells 
yacht. 


R. A. Huff Named Advertising 
Manager for Marsh Products 

Robert A. Huff has been ap- 
pointed advertising manager of 
Marsh Wall Products Inc., Dover, 
Ohio, manufacturer of Marlite plas- 
tic finished wall paneling. 

Mr. Huff, who first came _ to 
Marsh in 1927, returns to the 
company after almost three years’ 
service in the Navy. 


Robert Smith Retires from 
Minnesota, Ontario Company 

Robert L. Smith, sales represent- 
ative of the National Pole and 
Treating division of Minnesota and 
Ontario Paper company, retired 
July 1, completing exactly 20 years 
with the division. 

Donald E. Zahn, Minneapolis, has 
been named to succeed Mr. Smith. 


West Coast Lumbermen's 
Assn. Has New Address 

The West Coast Lumbermen’s 
association has moved its Portland 
branch offices from the Yeon build- 
ing to the Neighbors of Woodcraft 
building, 1410 S. W. Morrison 
street. Centralizing the associa- 
tion’s headquarters, the Seattle of- 
fice has also moved to the new Port- 
land address. 


Harold D. Hauf to Direct 
Technical Branch of NHA 

Harold D. Hauf, architect and 
engineer, has been appointed direc- 
tor of the technical branch of the 
National Housing agency. 

The technical branch, which has 











When 


says, 


but I'd like some changes 
made," 
berman's Plan Service. 
Use our personalized plan 
service—on homes shown 
in American Lumberman 
—to increase your busi- 
ness and profits. Com- 
plete plans $20.00. (3 
sets of prints.) Quick 
service. Terms cash with 


order. 


Lumberman’s Plan Service 


Personalized Redrafting of Small 


120 MACHIN STREET 
PEORIA 5, ILLINOIS 


| PLANS 


| REDRAWN 


| AT SMALL 
4 COST 


your customer 
of like that plan, 


send it to Lum- 


House Plans 








ALTFORNIA 


SUGAR & WESTERN 
rie taba 


GS L GA R Pattern Ledishes.4 ' 


PINE 


California Ponderosa Pine | 
} ne and Cut Stock | 


Selects and 


Shop ‘ 














LUMBER WANTED 


Manufacturer of 
cated Houses in Philadelphia 
area will pay CASH for any 
volume of lumber — cut to 
size, or random sizes, green 
or seasoned. Can use 100,000 
ft. daily. Buying large quan- 
tities of Frames, Sash and 


Doors. 


Horace L. Gross Adv. Agency 
1600 Walnut Street Philadelphia 3, Pa. 


Prefabri- 


Write to 
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Knudson & Mercer Lumber Co. 
Purveyors to 
Accredited Retail Lumber Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Bivd., Chicago 4, tl. 











Send Us Your Worn Out Inserted Tooth Saw 


fe will cut it down a little and insert one of 
ir popular styles—B or F or 3 or 2!/2, 

jle suits your running conditions. 

rned like new in about 10 days. All 


kinds of circular saw repairing 


J.H. MINER SAW MFG. CO., Meridian, Mississippi 





Manufacturers 
PINE & POPLAR 


Members 
Ss. P. 1. B. 


LA GRANGE, GA. 


ws 








Since 1922 


THE DAD & LAD & 
MANUFACTURERS , 
Asphalt and Asbestos Roofing 
Cements, Paints and Compounds 


Factory and Executive Offices 
NEW LENOX, ILLINOIS 








WHITE PINE lIdaho--Ponderosa— 
California White 
Also and Sugar Pine 


. Ced d 
Fir Wallboard $730 75. products 


William Schuette Company 
New York 
Office—41 East 42d St. 





PITTSBURGH, PA. 








JAMES W. SEWALL 


Consulting Forester 
JAMES W. SEWALL PHILLIPS & BENNER 
Old Town, Maine Ruttan Block, 
Established 1910 elem Wadi ie Cliinlal:) 





Hardwood Inspector Wanted 


One familiar with Northern Hardwoods 
for hardwood distribution yard. Steady, 
competent, experienced and understand- 
ing thoroughly NHLA rules. Write 


WARREN ROSS LUMBER CO. 
Falconer, N. Y. 








Leose Leaf 


TALLY BOOKS 


Tally Sheets with 
Waterproof Lines — 


Send for Catalog of 
Lumber Yard Supplies 


Frank R. Buck & Co 
2133 Touhy Ave., Chicago 45, I11.. 














just been reorganized, has the re- 
sponsibility of developing new ma- 
terials and new methods of con- 
struction. It will establish techni- 
cal standards and determine the 
eligibility of new products and con- 
struction methods for government 
assistance under the Veterans 
Emergency Housing program. 


(Continued from Page 62) 


Division be allowed to issue indi- 
vidual directives to producers based 
upon purchase orders forwarded by 
the FPHA project engineer. This 
follows a war-time precedent. But, 
as we understand it, the method 
would be invoked only after three 
or more suppliers had indicated 
their inability to supply the mate- 
rials on an HH order. 

The Calendar repeats that the 
above descriptions are tentative. 
They haven’t coagulated into an or- 
der. They were tentative before 
the price-control crisis burst and, 
at the moment, most regulative 
agencies are holding everything to 
see what happens. If the channel- 
ing controls, set up for the benefit 
of the temporary program, really 
are put into effect, they are certain 
to check the veterans’ program of 
permanent housing. This will be 
a matter of concern to distribution 
yards in the more populous centers 
and, of course, any place where the 
HH program is important. 

The NRLDA has pointed out re- 
peatedly that the elaborate control 
plans can’t succeed unless there is 
a high percentage of compliance at 
the manufacturing level. It’s a 
question whether distribution con- 
trols are more or less onerous than 
price controls. The arrangements, 
roughly outlined above, would put 
a heavy strain upon manufacturers 
and especially upon manufacturers 
of wallboards. The CPA is facing 
up to a certain risk. 


OPA SUES 
Black marketing is charged 
against West Coast outfits 
A few days before the veto, the 
government instituted suits against 
quite a number of companies, 
mostly in the West, charging black- 
market operations. Four agencies 
of the government joined in the ef- 
fort: the Department of Justice, 
the Treasury, the NHA and the 
now defunct OPA. The suits were 
filed in about a dozen Federal 
courts. 
What will happen to these suits? 


It’s anybody’s guess. Sure enough, 
the ending of price controls does 
not technically relieve a person or 
a company of responsibility for vio- 
lations of regulations when those 
regulations were in force. But 
without doubt there’ll be less en- 
thusiasm about invoking penalties 
under a now inoperative set of 
rules. In any event, it’s pretty big 
stuff the government talks about, 
more than nine millions. 


W-E-T BILL 
Wyatt is pressuring for 
passage at this session 


General opinion is that the Wag- 
ner-Ellender-Taft bill will not come 
up for action before adjournment 
of Congress, but pressure for its 
passage continues. Mr. Wyatt is 
asking for it. He told a meeting in 
Washington, sponsored by the Citi- 
zens Council for Community Plan- 
ning, that current building costs 
are higher than veterans can afford 
to pay and that unless something 
is done to lower these costs the vet- 
erans will have to live in leftovers 
that other people do not want. 

John W. Snyder, the new Secre- 
tary of the Treasury, made an im- 
portant statement when he took 
over his new office. He said he 
proposes to balance the Federal 
budget or more than balance it in 
1947. Setting up a goal and reach- 
ing it are two different things, but 
in budget balancing the business 
of wanting to do it is important. 
Too often the desire has been lack- 
ing, these recent years. 


FHA's RECORD 


12th anniversary report 
shows net of 125 million 


THE Federal Housing adminis- 
tration marked its 12th anniversary 
by reporting a record of more than 
nine million dollars of loans in- 
sured covering over seven million 
families. 

With income at record figures 
($29,850,168 in 1945) and with net 
resources about 125 million, FHA 
is in the soundest financial condi- 
tion in its history, declared Com- 
missioner Raymond M. Foley. 

Commissioner Foley’s report 
showed FHA’s home-loan insurance 
since 1934 included approximately 
5,640,000 short-term loans amount- 
ing to $2,250,000,000 for property 
repair and improvement until Title 
I of the National Housing act and 
1,500,000 long-term loans for $7,- 
050,000,000 for building and buy- 
ing homes and for rental projects 
under Titles II and VI. 
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